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Fox pays for 

§ 1,000,000.00 
in eleven 
months... 


ee John L. Fox has been successfully selling life insurance for over 


thirty years. But never in all that time did he perform as amazingly 
as during the past year, as a member of the Franklin Wisconsin 





agency organization. 


On December 17, 1947 he began his career with the friendly 
Franklin. His production for the first eleven months of 1949 totals 
well over $1,000,000. His sales averaged nearly $25,000 each. Every 
contract was paid for on an annual basis. No term is included, 


This performance is remarkable in itself. But what makes 
it even gemarkable is the fact that Mr. Fox is 73 years old, 
and is aswhthusiastic as a man of half his years. 


Needless to say, a substantial portion of his sales included our 
exclusive President’s Protective Investment Plan, whose amazing 
popular appeal has contributed so materially to Franklin growth in 
recent years. Mr. Fox makes a restrained understatement when he 
says, “I find Franklin merchandise mighty easy to sell.” 





Lhe Friendly 
WIRAN TROL ILIFE company” 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $750,000,000.00 insurance in force. 
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Asks Insurers’ Aid 
fo Prevent Future 
Pension Fiasco 


Johnson at Institute 
Meeting Warns of Burden 
on Nation’s Productivity 


The public must be given a clear 
understanding that the fulfillment of 


pension plans on 
the scale projected 
in the current drive 
is tied up with the 
productivity and 
progress of the 
American economy, 
Holgar J. John- 
son, president of 
the Institute of 
Life Insurance, de- 
clared at the an- 
nual meeting of 
the institute in 
New York City. 

To avoid future 
disappointment 
among recipients and the inevitable ef- 
fect on the individual and social fibre 
of the country, he emphasized that the 
plans adopted must be sound individ- 
ually, and taken into account as a charge 
against the productive capacity of the 
nation in the years ahead. 





H. J. Johnson 


Type of Plans Important 


With regard to the ultimate cost, Mr. 
Johnson pointed out that the type ot 
pension plans established is important— 
whether they are insurance plans, 
trusteed plans, or self-insured plans. 
Some demands, he said, because of the 
inherent problems involved, can prob- 
ably only be met on a pay-as-you-go 
basis, which means pensions if, as and 
when they can be paid. 

“Here is a challenge to life insurance 
and its leadership,” he declared. “For 





OFFICERS ELECTED 


Chairman — Frederick W. Hubbell, 
president Equitable Life of Iowa. 

President—Holgar J. Johnson; secre- 
tary—Douglas L. Dunbar; executive as- 
sistant—Arthur C. Daniels (all re- 
elected). 

Directors— W. E. Bixby, president of 
Kansas City Life; George W. Bourke. 
vice-president and managing director of 
Sun Life of Canada; and E. W. Craig, 
president National Life & Accident and 
retiring chairman of the Institute; 
George A. White, president of State Mu- 
tual and James A McLain, president of 
Guardian were reelected for four year 
terms. 

Executive committee includes Mr. 
Hubbell, Paul F. Clark, chairman and 
president of John Hancock; R. E. Hen- 
ley, president of Life of Virginia; G. L. 
Harrison, president New York Life; Le- 
roy A. Lincoln, president Metropolitan, 
C. M. Shanks, president of Prudential 
and Mr. White. 





in our whole economic structure, who 
should be better equipped to offer the 
proper kind of guidance and _ leader- 
ship on this great question?” 

Turning to the question of size, which 
has recently been challenged by some 
government sources, Mr. Johnson de- 
clared that the growth of the life in- 
surance: business was essentially a by- 
product of the’ neéds and demands of 


YUM 


Key Figures in L.A. at Annual Meeting 


i 
‘3 


New and retiring 
president of the Life 
Insurance Assn. of 
America at its an- 
nual meeting in New 
York City. Left to 
right: Eugene M. 
Thoré, general coun- 
sel; Bruce E. Shep- 
herd, manager; 
Carrol M. Shanks, 
president of Pru- 
dential, elected 
president of L.I.A., 
and Asa V. Call, 
president Pacific 
Mutual, .retiring 
president. 
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policyholders and the necessity of meet- 
ing contractual obligations. 

He pointed out that between 1940 
and 1948, gross national product rose 
by 159%, national income by 178%, 
total wage and salary payments 173%, 
and the aggregate of personal spending 
of consumers by 148%. At the same 
time, combined expenditures of federal, 
state and local governments increased 
by 182% in the period, and the cost 
of running the federal government 
alone by 251%. The whole economy 
has more than doubled in size since 
1940 and that the growth of govern- 
ment has been even greater. : 

Between 1940 and 1948 the total of 
life insurance in force rose by 74%, 
total assets by 80%, premium income 
by 81%, total income by 70%, and 
average life insurance ownership per 
family by only 47%. Thus life insur- 
ance has definitely lagged behind the 
general economy in the past decade 
and, it has barely kept up with the rise 
of 70% in living costs over pre-war. 





JOHNSON PRESIDES 





Edwin W. Craig, president of Na- 
tional Life & Accident, and institute 
chairman, presided at the directors’ 
meeting, but because of just having got 
out of the hospital he asked Mr. John- 
son to preside at the morning session 
of the institute. 

A resolution expressing the member- 
ship’s appreciation of the services of 
Holgar J. Johnson, for the past 10 years 
president of the institute, was passed 
unanimously. The resolution, inscribed 





Cited for Service 








Holgar J. Johnson, (right), receives 
embossed resolution from the directors 
and membership of the Iustitute of Life 
Insurance in commemoration of his 10 
years as institute president. Making the 
presentation is Leroy A. Lincoln, presi- 
dent of Metropolitan, at the annual meet- 
ing of the institute. sme: 


November Sales 5% 
Above 1948 Figure 


Life insurance sales in November 
showed an increase of 5% over that 
month last year and were 3% above 
November, 1947, according to Life In- 
surance Agency Management Assn. To- 
tal sales in November were $1,901 mil- 
lion compared with $1,808 million in 
November, 1948, and $1,849 million in 
November, 1947. 

Purchases of ordinary were $1,198 
million, up 2% over November, 1948, 
but 5% under November, 1947. Indus- 
trial amounted to $395 million, up 7% 
over November, 1948, and 7% over No- 
vember, 1947. Group sales were $308 
million, an increase of 18% over No- 
vember, 1948, and 39% over November, 
1947. 


Figures for 11 Months 


In the first 11 months total sales 
were $20,274 million, up 3% over the 
first 11 months of 1948 and 1% over the 
same period of 1947. Ordinary ac- 
counted for $13,092 million of the 11 
months aggregate, practically unchanged 
from last year but 2% under 1947. In- 
dustrial was $4,338 million, an increase 
of 6% as compared with 1948, while 
group was $2,844 million, an increase of 
12% compared with the first 11 months 
of last year. 

Boston and Chicago, both up 10%, 
showed the largest percentage Novem- 
ber increases in production of the large 
cities, according to L.I.A.M.A. Boston 
was ahead 1% for the 11 months and 
Chicago was off 3%. Other big-city 
percentages for the month and 11 
months, respectively, are Cleveland, 2 
and 1; Detroit, 8 and —2; Los Angeles, 
—6 and 3; New York, —8 and —7; 
Philadelphia, 0 and —3; St. Louis, 3 
and 0. 





on parchment, was presented by Leroy 
A. Lincoln, president of Metropolitan, 
as an expression of the insurance fra- 
ternity’s appreciation “for the multitude 
of contributions to the betterment of 
public understanding which have had 
their source in the mind and heart of 
Mr. Johnson.” 

The life insurance business as the 
principal custodian of individual eco- 
nomic security in this country is in 
an unusually favorable position to help 
attain the objective of putting the busi- 
ness man back in his rightful position 
in the public mind, said C. D. Jackson, 
publisher of “Fortune” magazine. He 
believes this should be done by making 
it clear that the business man is the 
most competent administrator of the 
welfare of the country. 

He particularly stressed the role that 
the life insurance business can play in 

(CONTINUED ON PAGE 9) 


Stassen Address 
Climaxes LIA 
Annual Meeting 


Offers Advice on Pension, 
Fiscal Matters; Carrol 
Shanks Elected President 


President Harold E. Stassen of Uni- 
versity of Pennsylvania, whose address 
climaxed the annual meeting of the Life 
Insurance Assn. of America, offered 


some specific pointers to the life insur- 


ees See 
sf ‘ 
Pa ; ay 
_ 


ance business and 
several reasons for 
believing that the 
current trend to- 
ward statism can 
be reversed. 

Mr. Stassen man- 
fully tackled the 
perplexing prob- 
lem of pensions, 
though readily con- 
ceding that he had 
no expert qualifica- 
tions in this field. 
He pointed out that 
if all pension funds 
and commitments 
are placed in government hands “you 
pyramid the centralized power of gov- 
ernment over all industry and all finance 
and all the people to a dangerous de- 
gree.” On the other hand, if it is all 
funded non-governmentally, “you pyra- 
mid it into a fund that is difficult for 
us to handle.” 





Cc. M. Shanks 


Offers Minimum Insured Plan 


“Is there a basis for what might be 
called a minimum pension approach to 
be handled through insurance and to 
be developed on a basis of transferrabil- 
ity?” he suggested. “Not to be con- 
clusive, but suppose $40 a month was 
handled in that insurance approach and 
suppose the companies were able to 
work out the way in which the worker, 
employed by General Electric, when he 
left that employ after eight years and 
went to another company to work could 
also have his rights transferred over 
to the company and the insurance com- 
pany that was establishing the pension 
rights of the new company, it would 
involve the problem of tranferrence of 
the reserves for that individual over to 
the new insurance company.” 

Mr. Stassen admitted there would be 
complexities and difficulties and that 
some sort of clearing house operation 
among the companies would be needed. 

Mr. Stassen was suggesting a three- 
Way provision for retirement set-up: A 
minimum basis insurance arrangement 
that would permit the employe to take 
his pension credits with him wherever 
he went; social security retirement along 
the present pattern; and then in addi- 
tion the employer providing the third 
segment of retirement income on a cur- 
rent expense basis, that is, out of cur- 
rent income and dependent on current 
income, 


Calls Transfer Plan Vital 


“One of the keys to working it out, 
without going all-out on government, 
and without going all-out on the mat- 
ter of current income of the companies 
that pay the pensions, will be whether or 
not the insurance companies of America 
can work out the way in which the 

(CONTINUED ON NEXT PAGE) 
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rights can easily be transferred and fully 
transferred on a minimum policy basis 
between the companies,” he declared. 

Another of Mr. Stassen’s suggestions 
to the life insurance business was that 
it inform and educate the American 
people so that they can foresee the 
dangers of present government fiscal 
trends before they have the actual bitter 
experience of them. He believes that the 
life insurance business, in common with 
everyone else, has a responsibility for 
the future soundness of the currency 
so that beneficiaries and others receiving 
insurance dollars can get out of insur- 
ance contracts what was put into them. 

“It takes a dramatic, repetitious pres- 
entation of fundamental economic facts, 
that the production is the source of the 
wealth and standard of living of the 
people, and that everything the govern- 
ment does must be paid for, either by 
taxes or by a decrease in the value of 
the dollar through inflation,’ he empha- 
sized. 

Praising the companies’ record in in- 
forming the public about health facts, 
Mr. Stassen urged that a similar plan 
be followed in connection with fiscal 
policies that affect policyholders’ inter- 
est. 


POINT OF TECHNIQUE 








In this connection Mr. Stassen offered 
a suggestion that was of special interest 
because of his acknowledged political 
sagacity. This was that while the edu- 
cational approach should be handled 
with the assistance of L.I.A. and other 
associations in the business, the message 
should be put out through the spokes- 
manship of individual companies, rather 
than through associations. 

“Your association, of course, has a 
relatively good standing with the gen- 
eral public,’ he said, “but I will wager 
that if you go down and take a sample 
of the people on the street and ask them 
their relative opinions of the life in- 
surance assOciations compared with 
their opinions of insurance companies 
individually, you will find that they have 





OFFICERS ELECTED 

President—Carrol M. Shanks, presi- 
dent of Prudential. 

Directors—W. Howard Cox, presi- 
dent Union Central; Peter M. Fraser, 
president Connecticut Mutual; Adolph 
A. Rydgren, chairman Continental 
American, and A. J. McAndless, presi- 
dent Lincoln National; and E. W. 
Craig, president National Life & Acci- 
dent, who was elected to fill the unex- 
pired term of Mr. Shanks. 

Place of next meeting—June_ 1-2, 
Chalfonte-Haddon Hall, Atlantic City. 





a much higher regard for companies 
individually that they know in terms of 
products and record of accomplishment 
than they do in any chamber of com- 
merce or any association. So the ap- 
proach to the policyholders and the 
public, in my judgment, should be made 
directly by the companies.” 


Consider Social Aspects 


Discussing life company investments, 
Mr. Stassen said that the companies 
should give some regard to social as- 
pects. As an example he mentioned not 
only housing projects, in which he con- 
ceded some excellent advances have 
been made, but in the redevelopment of 
cities and in the actual development of 
such facilities as water supplies, high- 
way networks, and traffic in communi- 
ties. For example, perhaps a mayor 
stuck with an incompetent city engineer 
needs help in the deyelopment of his 
city for the community welfare. These 
uses of life company funds, he pointed 
out, will become of even greater social 
importance as funds increase through 
the spread of pension plans. 

Mr. Stassen also expressed the hope 
that in the interest of furthering medical 
advances the companies would find a 
way to establish life insurance medical 
scholarships to make it possible for able 


Three Presidents at L.LA.’s Gathering 


At the L. I. A. 
luncheon: left to 
right, Ronald G. 
Stagg, president 
Northwestern Na- 
tional; President 
Harold E. Stassen of 
University of Penn- 
sylvania, who spoke 
following the lunch. 
eon and Leroy A. 
Lincoln, president 
Metropolitan Lafe. 











young men who need scholarship help to 
become doctors without turning to the 
government, 

As a basis for hope that the tide of 
statism can be stemmed, Mr. Stassen 
cited the recent examples of Australia 
and New Zealand where socialism be- 
gan even earlier than in England and 
where the electorate has now swung 
definitely away from socialism. He em- 
phasized that “the decision of the future 
is one that is to be made and not one 
that is just in some inevitable trend or 
sweep of world opinion.” 

Mr. Stassen prefaced his talk with 
praise for the late John A. Stevenson, 
president of Penn Mutual. Mr. Stassen 
is a trustee of the company and knew 
Mr. Stevenson well. 

The presidential address of Asa V. 
Call, president of Pacific Mutual Life, 
and the reports of L.I.A. General Coun- 
sel Eugene M. Thoré, Manager Bruce 
E. Shepherd, and Dr, James J. O’Leary, 
director of investment research, were 
summarized in last week’s issue, 

The open forum was again a popular 


feature. It covered income taxation of 
life companies, combatting unsound tax 
policies, undue expansion of social se- 
curity, congressional hearings, pensions, 
agents’ status under social security, and 
alleged unfair labor practices by life 
companies. 

A. J. McAndless, president of Lincoln 
National and chairman of the joint 
L.L.A.-A.L.C. committee on federal in- 
come taxation, reported on the negotia- 
tions that have been going with the 
Treasury department. 


Revolutionary Proposals Advanced 


H. R. Bassford, vice-president and ac- 
tuary of Metropolitan, said the Treasury 
experts had advanced some revolution- 
ary proposals for taxing life companies 
that would entail expense far in excess 
of any conceivable tax. 

Saying that there are many who feel 
the life companies have a tax advan- 
tage, he pointed out that the companies 
paid some $125 million in state taxes in 
1948. This is a high tax compared to 
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Santa Claus is a fiction. 


on Christmas morning. 


many millions of Americans. 








LIFE 


One good way to get into trouble fast is to tell any one of the 
many thousands of fortunate youngsters in America that 


To these bright-eyed, smiling youngsters Old Santa is as real 
as the toys and candy and nuts which will fill their stockings 


Among the many things which all Americans can be thankful 
for at this time of year is the privilege of enjoying and cele- 
brating Christmas in the American way. And we can be 
thankful that America’s great life insurance industry plays 
such a leading part in making Santa Claus a reality to so 


Commonwealth sincerely hopes that Santa will be very real 
and very generous to all its friends and associates. 


Insurance In Force — November 1, 1949 — $429,129,115 


CUMMUNWEALTH 


INSURANCE 








COMPANY 


LOUISVILLE 





pared to larger companies. 


that paid by other financial institutions 
he observed. : 
Mr. Bassford emphasized that the 
fact that the main purpose of life insyr- 
ance is to keep dependents from be- 
coming public charges should be taken 
into account in fixing the tax level. 


White and Grant Speak 


The question “Should the life insur- 
ance companies do any more to combat 
unsound tax policies, deficit financing, 
undue expansion of social security bene- 
fits and other measures which endanger 
the functioning of private enterprise2” 
was discussed by George A. White, 
president State Mutual Life, and W. T. 
Grant, chairman Business Men’s Assur- 
ance. 

Mr. White, confining his response to 
fiscal policies, said, “without delving 
into controversial politics or economics, 
we can dramatize fundamentals that 
seem to have been forgotten by the peo- 
ple. We need not follow any economic 
theory too long. Little did conserva- 
tives think in 1920,” he observed, “that 
the average family might own a $1,000 
or $2,000 car, or that a vast expansion 
of consumer credit would be wise. 


Question Needs More Study 


“Fiscal policy can be constructively 
discussed,” he said. “Whether this should 
be done in the Institute of Life Insur- 
ance advertising campaign or by other 
means is a question which needs more 
study. The problems of inflation be- 
come ever more serious. If the country 
once needed a good 5-cent cigar, it now 
needs a good 5-cent nickel. 

“Perhaps we can dramatize these is- 
sues to our 80 million policyholders,” he 
continued. “We must remember that 
the subsidized beneficiaries of present 
government fiscal policy are also life 
insurance policyholders. Some of them 
-, mistaking where their real interests 
ie.” 

Mr. Grant suggested that the In- 
stitute of Life Insurance get up leaflets 
for distribution to life insurance people, 
of whom there are about 150,000 in 
home and field offices and about 200,000 
agents. These leaflets would “sell” not 
only the life insurance business but the 
need for protecting the people’s free- 
dom. This would bring to many per- 
sons, particularly those in employes’ 
and agents’ families, a better idea of 
what life insurance is and does. 

At the suggestion of President Leroy 
A. Lincoln of Metropolitan, Mr. Grant 
moved the formation of a committee 
to confer with the institute. This was 
done. 


FOR HOOVER REPORT 


The association adopted a resolution 
endorsing the principles and objectives 
of the Hoover report and recommended 
to its 90 member companies that they 
consider means to assist in giving the 
widest possible publicity to information 
concerning the findings and _ recom- 
mendations of the citizens’ committee 
backing the report. 

Discussing the hearings of the sub- 
committee of the House judiciary com- 
mittee of which Rep. Celler is chairman, 
James A. Fulton, president of Home 
Life of New York, said that the wit- 
nesses of the life insurance business col- 
lectively made an excellent impression 
on the committee. It was a great help 
to the witnesses, he said, to have on 
hand the vast factual background pre- 
pared by the L.I.A. investment research 
committee and by Dr. James J. O'Leary, 
L.I.A. director of investment research. 
The entire presentation of the life in- 
surance story was a tribute to efficient 
staff work, he said. 








Lauds Coley Testimony 


Telling testimony was delivered by 
C. G. Coley, vice-president of Durham 
Life, said Mr. Fulton. Mr. Coley, he 
said, scotched about as effectively as 
could be done the idea that smal] com- 
panies operate at a disadvantage com- 
Mr. Fulton 


(CONTINUED ON PAGE 16) 
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Life Institute's Symposium 
Opens Book for All to See 


In line with its annual meeting theme, 
“Life Insurance Is an Open Book,” the 
Institute of Life Insurance devoted a 
major portion of its meeting in New 
York City to a symposium on its de- 
partmental activities. As each depart- 
ment head spoke his piece a giant book 
behind him gave the highlights of his 
talk. 

The executive direction of institute 
activities was explained by Arthur C. 
Daniels, executive assistant, who showed 
how the policy matters involved in the 
specific work of all departments channel 
through the executive department. 

Mrs. Virginia Holran, director of the 
research and statistics division, cited the 
broad range of institute statistical work 
and referred specifically to the summary 
of life insurance mortgage investments 
by type and size, which showed the 
major job being done by the business in 
small home financing. This had never be- 
fore been available. She also mentioned 


a current tabulation of life insurance 
ownership by states, previously not 
available until the regular statistical 


checks were made far into the following 
year. 


Tells Women’s Activities 


The work of the women’s division was 
described by Mrs. Marion Eberly. She 
cited the recent publication of “A Miss 
and Her Money” in response to a re- 
peated demand for information on 
money management in terms of teen- 
agers’ interests. ave 

The work of the educational division 
was described by R. Wilfred Kelsey. 
New activities include a project to as- 
sure a more adequate telling of the life 
insurance story in the high schools. A 
survey showed a great lack of study 
time given to life insurance, chiefly be- 
cause of a lack of materials. Only 20% 
of the students take business courses 
where most of the study of life insur- 
ance is concentrated. A group of emi- 
nent educators is at work, in coopera- 
tion with the institute, in preparing 
study materials to meet the needs 
shown. ee 

Miss Elizabeth Ferguson, institute 
librarian, told of the services of the or- 
ganization’s research library, helping in 
the establishment of other libraries, aid- 
ing libraries of all types, assisting indi- 
viduals both within and outside the busi- 
ness in seeking background material 
about life insurance. She mentioned the 
establishment of life insurance book- 
shelves in many libraries through the 
joint efforts of N.A.L.U. and the insti- 
tute. 

Donald F. Barnes, director of the ex- 
tension and development division, ex- 
plained how the institute goes about 
reaching new publics and securing inten- 
sified use of life insurance information 
in an ever expanding circle of citizens. 
Work with agents was described and 
especially the “Five-Point Public Rela- 
tions Program for Life Underwriters 
Associations.” It was developed at the 
request of association groups. The 
agents wanted a more definite track to 
run on in public relations, Mr. Barnes 
said. 

Speaking for the press department, 


War Rider Consent Needed 


Pennsylvania superior court has af- 
firmed a lower court’s decision that a 
war risk exclusion rider attached to a 
policy, without the insured’s consent in 
writing and without being noted on the 
application, was invalid. The applica- 
tion contained a provision agreeing that 
any change in benefits would have to 
be consented to by both parties. The 
court held that the insured’s acceptance 
of the policy with the rider attached 
did not prevent the beneficiary from 
collecting the face amount even though 
the insured was killed while in the 
military forces. 
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Richard F. Griffen, vice-president J. 
Walter Thompson Advertising Agency, 
reported a materially increased use of 
the institute by editors and writers gen- 
erally in seeking source material about 
the business. Mr. Griffen summarized 
the year’s stories on ownership of life 
insurance, on ‘benefits, on investments. 

The institute’s current advertising 
campaign was described by William C. 
McKeehan, Jr., vice-president of the 
Thompson agency, who cited these main 
objectives: to further the public 
acknowledgment that the people who 
manage the life insurance business are 
capable, trustworthy and_ progressive; 
to always render a public service; and 
to present specific facts about the life 
insurance business. 





Private Plan Employers 
Assessed $240,000 in N. J. 


About $240,000 will be contributed by 
16,000 New Jersey employers toward the 
administrative cost of private disability 
insurance plans in the state. The assess- 
ment is paid to the division of employ- 
ment security, department of labor and 
industry. Private-plan-covered employ- 
ers pay an assessment of about 2% of 
the contributions which would have been 
paid to the state disability benefits fund 
if the employer had not covered his 
workers under an approved private plan. 
During fiscal 1948-49 about $198,013 
was spent in administering private 
plan operations and $41,196 as the share 
of private plan employers for paying 
benefits to unemployed workers bring- 
ing the total to $239,209. The 2% is the 
maximum assessment which could have 
been made. However it was pointed 
out that the assessment had to be based 


this year on a six month wage period 
resulting in a higher ratio of cost to 
contributions than will be expected in 
future years. The assessment rate is ex- 
pected to be substantially reduced in the 
future. 


Revising Michigan Code 


LANSING—Mrs. Frances’ Royce, 
Michigan legislative bill drafter, has be- 
gun work on a revised edition of the 
state insurance code soon to be pub- 
lished. The 1949 legislature provided an 
appropriation, part of which is being 
used to defray the cost of the code pub- 
lication. Many amendments have been 
made in the code since it was last issued 
in a revised edition in 1940. 


New Ill. Department Aid 


Shreve Cowles Badger of Chicago has 
been named supervisor of the securities 
division of the Illinois department. He 
is a Yale graduate and has spent nearly 
30 years in the investment banking busi- 
ness and as a specialist in financial re- 
quirements pertaining to small business. 
During the last war he served as a spe- 
cialist in the small business section of 
the contract distribution service of the 
office of production management at 
Washington. He also was a member 
of the confidential White House intel- 
ligence group. 





Hardy Pension Speaker 


CINCINNATI—W. R. Hardy, New 
England Mutual Life, will discuss pen- 
sion plans at the next monthly meeting 
of Cincinnati Fire Underwriters Assn. 
Jan. 12. 

This is the first time in recent years 
that a life insurance man has appeared 
before the Cincinnati Board. H. P. 
Sweeney, vice-president of county board 
and program committee chairman, ex- 
pects a large attendance, in view of the 
current high interest of general writing 
insurance men and of business men gen- 
erally in this subject. 








phone number. 





Two Start Business 


Allan W. Carpenter, our General Agent at Buffalo: 


“When you move to a city where you never lived be- 
fore your first problem naturally is prospecting. I knew 
one man fairly well, had met him in college. His son, 
aged 12, attended one of the local schools. 


“T offered the boy ten cents each for the names of 
children in primary or grammar school, with the under- 
standing that he would also furnish the following in- 
formation — approximate age, address, phone number, 
the father’s name, occupation, business address and 


“He was eager to get started and within two weeks 
he presented me with a neatly typed list of 78 names. 
After getting from him all the necessary information 
about the names, I went into conference with my faithful 
friend, the telephone, and let it go to work for me.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPRIA 

















Nadler Sees 1950 
Business Activity 
Nearly Up fo ‘49 


Says Policyholders 
Must Fight to Save 
Dollars’ Value 


Business activity in 1950 should be 
almost, though not quite, up to the 
1949 level and the same slight down- 
ward trend can be expected in the sec- 
ond half of the year as compared with 
the first half, Dr. Marcus Nadler, pro- 
fessor of banking and finance at New 
York University, declared at the closing 
session of the Institute of Life Insur- 
ance annual meeting in New York City. 

Dr. Nadler’s talk was generally reas- 
suring in spite of his voice-of-doom de- 
livery, which serves as an_ excellent 
back-drop for the dry humor he fre- 
quently injects into his talks. 

For one thing, he doesn’t think that 
government’s intervention in business is 
so bad. He said it was responsible, at 
least in part, for the mildness and short 
duration of the economic readjustment 
of 1949 and will play an important role 
in maintaining business activity at a 
high level in 1950, 


What Intervention Will Do 


In this connection Dr. Nadler pre- 
dicted that farm income will compare 
very favorably with pre-war years; 
heavy government spending will in- 
fluence business activity and the psy- 
chology of business men and consumers; 
ECA aid and shipment of military equip- 
ment to members of the North Atlantic 
pact will largely counteract any export 
trade slump caused by foreign currency 
devaluation; boosting the minimum 


wage and upgrading other wage rates 
will raise wage earners’ incomes; public 
public 


works and housing will keep 





Chairman E. W. Craig (left) of Institute 
of Life Insurance chats with the luncheon 
speaker, Dr. Marcus Nadler, at the insti- 
tute’s annual meeting. 


building activity high despite declines 
in private construction; monetary au- 
thorities will maintain the present easy 
credit policy whether or not it is war- 
ranted by economic conditions. 

Dr. Nadler said that government in- 
tervention in economic affairs has be- 
come so deep-rooted and so many 
groups have acquired a vested interest 
in it that it is doubtful whether many 
people really want to see it curtailed. 
He said there is no use demanding that 
the budget be balanced without at the 
same time asking for specific cuts in 
federal expenditures, nor is there any 
logic in one group’s suggesting cuts in 
expenditures which will affect others 
but leave it untouched, 

He said it is apparently overlooked 
that government intervention begets 
more intervention and that the price of 

(CONTINUED ON PAGE 9) 
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Conscience tells every man that sound management of personal finances is essen- 
tial to the full enjoyment of life. To reinforce the “still, small voice,” the Kan- 
sas City Life Insurance Company and its aggressive agents throughout the coun- 
try are scheduling ads like these in scores of publications. It is our hope that 
this campaign will lead to a fuller appreciation of modern life insurance benefits. 
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Casey Leaves Farm 
Bureau Post 


John T. Casey has resigned as direc- 
tor of insurance of American Farm 
Bureau Federation at Chicago. He has 
held this position about five years and 
has aided in setting up 27 casualty, fire 
and life companies as adjuncts of the 
farm bureaus in several states. Many of 
these are automobile insurers that were 
put into operation co-terminously with 
the enactment of the new type of finan- 
cial responsibility law and they have 
had an unusually rapid growth. 

Mr. Casey is a graduate of St. Louis 
university and the law school there and 
he entered the insurance business in 1935 
with American Automobile at St. Louis. 
He later became assistant superintendent 
of underwriting there and then super- 
intendent of the legal division. Then he 
was with Zurich at the Chicago head 
office about a year before joining Amer- 
ican Farm Bureau. 





Keystone Group Elects 


Penn Mutual Life was host at a 
Christmas luncheon for the Keystone 
Group of Life Ad- 
vertisers Assn. at 
which Elsie Ullrich, 
agency secretary 
Fidelity Mutual, 
was elected chair- 
man. William E. 
Reimer, Jr., publi- 
cations section 
Provident Mutual 
Life, was named 
secretary. Frank 
Pulver, assistant 
manager of sales 
promotion and ad- 
vertising, Penn Mu- 
tual, is the retiring 
chairman. 


Must Show Contestability 


A woman had allowed her policy to 
lapse twice but each time it was rein- 
stated. After she died within one year 
of the last reinstatement but later than 
one year from the date of the policy, 
the beneficiary sought full benefits. The 
insurer, however, denied liability, con- 
tending that fraud in the original and 
reinstatement applications were material 
to the risk and that a one year con- 
testable period applied following the last 
reinstatement. The Virginia supreme 
court ruled that this was not a defense 
because, as required by law, no pro- 
vision was contained in the policy or 
reinstatement application explaining that 
the policy would be contestable for fraud 
pertaining to the reinstatement. The 
case was Ambrose vs. Acacia Mutual 
Life. 


Elsie Ullrich 





Memphis. 





At Institute of Life Insurance Meeting 


Consulting Actuaries 
Form Organization 


A number of prominent independent 
consulting actuaries have formed an or- 
ganization known as Conference of Ac- 
tuaries in Public Practice. It has been 
incorporated in Illinois. 

Membership consists of actuaries en- 
gaged in public practice and all other 
actuaries and official representatives of 
financial and other businesses confronted 
with actuarial needs. Those in the first 
category are divided into members with 
15 or more years of public practice, or 
its equivalent, and associates with less 
than 15 years of such background. 

The first annual meeting will be held 
in 1950. The number of consulting firms 
has multiplied many times during the 
past 20 years. It is pointed out that 
public, private and industrial pension 
trends are creating new demands upon 
the facilities of consulting actuaries, 
Banks and trust companies engaged in 
the pension trust field have increasing 
need for actuarial services and the num- 
ber of insurance companies and the rap- 
idly increasing volume of insurance 
tends to increase the actuarial demand. 

The incorporators are Miles M. Daw- 
son & Sons of New York, of which 
Frank E. Gerry is president; J. L. Mims 
of Fort Worth, Clarence L. Alford of 
Nashville, John Copeland & Son of At- 
lanta, J. Froggatt & Associates of San 
Francisco, Frank Speakman of Philadel- 
phia, R. D. Taylor & Sons of Cedar 
Rapids, and the following Chicago or- 
ganizations: Harry S. Tressel & Asso- 
ciates, E. D. Brown, Jr., Harley N. 
Bruce & Associates, D. F. Campbell, 
Jr., and Chase Conover. 

The objectives as stated in the articles 
of incorporation are to unite the pro- 
fession of practicing actuaries, to ad- 
vance the practical application of ac- 
tuarial science to all branches of insur- 
ance education and business, to promote 
and maintain high professional and 
moral standards, to encourage beneficial 
relationships between actuaries and to 
correlate the functions of the conference 
with professional, business, educational 
and administrative bodies or institu- 
tions which relate directly or indirectly 
to the actuarial profession. 





Named C. of C. Directors 


Three Tennessee life insurance men 
have been elected chamber of commerce 
directors: James B. Irvine, Jr., Con- 
necticut Mutual general agent, at Chat- 
tanooga, O. Jennings Davis, vice-presi- 
dent of National Life & Accident, at 
Nashville, and A. Van Prichartt, gen- 
eral agent of Connecticut Mutual, at 





Some of the officials of the Institute of Life Insurance at the institute’s annual meet- 


ing in New York City. Left to right, James A McLain, 


White, president State Mutual; F. W. Hubbell, president Equitable of Iowa; Edwin W. 


Craig, president National Life & Accident, and 
institute. Mr. Hubbell is the incoming and Mr. 


Holgar J. Johnson, president of the 


stitute. Messrs. McLain and White were reelected to the institute board. 
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Wis. Mid-Year Attracts 350 


Agents, Many Fine Speakers 


MILWAUKEE — More than 350 
agents from throughout the state at- 
tended the mid-winter sales congress of 
Wisconsin Assn. of Life Underwriters 
held at the Hotel Pfister here. Gene 
Ebersol, Lincoln National, was general 
chairman, with V. V. Van Leuven, New 
York Life, and Hugh Holmes, Lincoln 
National, presiding at the two sessions. 
Frank G. McNamara, Old Line, Wau- 
kesha, state president, presided at the 
luncheon session and introduced guests 
and officers and committee chairmen. 

The annual meeting and sales congress 
will be held next May 12-13 at Oshkosh, 
W. B. Bellack, Lincoln National, Ap- 
pleton, president Fox River Valley 
Assn., and Edward C. Schroder, New 
York Life, Appleton, state director, are 
the co-chairmen on arrangements. An 
Oshkosh committee will be named. 

The need for careful planning and 
cultivating the habit of planning was 
stressed at the congress by Ray Ruffner, 
Milwaukee, regional supervisor Pruden- 
tial, in discussing “How Are Your Habi- 
tudes Today?” The building of habi- 
tudes, he said, requires self-confidence, 
effecting work habits, acceptance of 


| problems as a challenge and a firm be- 


lief in the value of the work being done. 
He suggested the agent spend more time 
thinking and dig down to find out what 
is causing his “foundation to sag.” 


Sell More Than a Policy 


“We've got to get excited in this busi- 
ness of life insurance,” Mr. Ruffner said. 
“We must have a real desire to help 
people solve their problems. Instead of 
a grind, our work becomes a mission. 
Let’s sell service and, instead of just 
an insurance policy, sell a miracle of 


_ paper and ink. Resolve today to be your 
/ own best friend, rather than your own 
' worst enemy.” 





The importance of “Budgeting Your 
Time” was emphasized by Leonard G. 
Kramer, Milwaukee, associate general 
agent Continental Assurance. He point- 
ed to a well known axiom that well 
managed time is the mark of a well 
arranged mind, and then defined time 
as a measure of duration, whether past, 
present or future. 

“A budget is an outline of the ex- 

penditure of time. It can be balanced 
or adjusted at any given date or at any 
given event. The orderly coordination 
of effort or monies would properly fall 
into the general title of a budget. Effort 
plus control equals the budgeting of 
time. The budgeting of time plus co- 
ordination equals applications. That is 
the sole object of our efforts. 
_ “I believe that budgeting your time 
is a matter of cause and effect, and that 
it arises as a matter of initial analysis at 
the end of the application producing 
period. 

“As underwriters, we are more in- 
terested in field efficiency than we are 
in production at the moment, for with 
Proper work habits, the production fig- 
ures are self explanatory. If the field 
underwriter will expend a good week 
of effort every week, coupled with good 
sound training, this will inevitably re- 
sult in good production. One without 
the other is just so much lost motion. 
Continuity of effort therefore is of the 
primary consideration. 

“The problems, therefore, seems to 
be one of planning—the planning of 
People to determine what amount of 
time has been expended in the final 
analysis of our work efforts. 

“All of us are inclined to develop bad 
habits and poor work control tactics,” 
Mr. Kramer said. “These sales con- 
gresses stimulate to new activity the 
men who listen and absorb. 

“Habits are difficult to change, but 
you will never know what your habits 
are if you do not utilize time budgeting. 
Omce you discover your weaknesses, 
you can correct them. And, when you 
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start working intelligently, you are go- 
ing to go places in the life insurance 
business. 

“The really inspiring result of a time 
budget plan is not entirely shown in 
the extra dollar earned, but in the 
added confidence and freedom of 
thought and action it gives the user. 

“The indespensable possession of a 
good salesman is self-confidence. Not 
the self-confidence that antagonizes, of 
course, but the plausible, contageous, 
self-confidence that immediately gen- 
erates respect and confidence in others. 
And, budgeting one’s time develops this 


ef&ement of successful salesmanship,” 
said Mr. Kramer. 
Many insurance agents don’t get 


ahead because they don’t adopt different 
approaches to fit varying circumstances 
for prospects, I. M. Kanarish, Chicago, 
New York Life, said. When he started 
in the business, he set a goal of 10 ap- 
plications and $20,000-or more a month. 
With the “old goal test” he has main- 
tained at least 10 sales every month. 


Write the applications and the volume 
will take care of itself, Mr. Kanarish 
said. He suggested analyzing inter- 
views to determine why some are very 
successful, other less successful and a 
few are failures—then adjust your meth- 
ods. He explained the use of birthday 
cards, banks and other good will de- 
velopers, and also gave some unusual 
approaches for special cases. 

A clinic on visual selling was con- 
ducted by three Milwaukeeans who 
presented “How to Make a Sales Pre- 
sentation Stay Presented.” They sug- 
gested the use of power words, show- 
manship, pictures and color to increase 
sales. 

Al Herr, head of the Herr Advertis- 
ing Agency, said that while life agents 
have an intangible to sell, they should 
adopt modern sales methods to get best 
results. These methods incorporate 
familiar pictures, the use of color and 
dynamic action or motion, brought to- 
gether with sound. 

The use of more showmanship in 
selling was emphasized by Leslie Falk, 
sales manager, Wisconsin Ice & Coal 
Co. He said the demonstration of some- 
thing tangible about a product or serv- 
ice should be an important part of every 
sales presentation. He demonstrated 
points of creating interest with an at- 


tractive article properly displayed, show- 
ing how it works and what are its best 
qualities, leading to closing a sale. 

The third of the “Three Flying Horse- 
men of Sales,” this group originating 
from the Milwaukee Sales Managers 
Assn., was James Dornoff, divisional 
sales manager of Pate Oil Co. He 
stressed the necessity of the ability to 
select power words to form the sen- 
tences that will create a desire in the 
prospects mind for the product and re- 
move all obstacles. This, he said, means 
the difference between a profitable sale 
or no sale at all. Words can stimulate 
interest and create a desire, and sales 
can be increased by substituting words 
of action, enthusiasm, inspiration and 
power for trite expressions. 

Concluding the program was an in- 
spirational talk by Verlin J. Harrold, 
general agent Lincoln National at Fort 
Wayne, Ind., entitled “Meeting the 
Challenge.” Discover a man’s most 
prized possessions and you can point 
out to him his most vital problems, 
most of which can be protected by life 
insurance, Mr. Harrold said. He warned 
the agents against becoming discouraged, 
in unsettled times such as at present, 
and pointed out that now is actually a 
good time to sell for people are more 
thrifty and security minded. 
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In the modern world the Prudential Dollar Guide 
Prudential representatives say 
the Dollar Guide is one of the most effective life 


insurance selling tools ever devised. Their produc- 
tion records back this up. 
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The Colossus of Rhodes—one of the seven wonders 
of the ancient world—helped men guide their ships 
safely into the harbor of Rhodes. 
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In these days of regimentation, it is 
well to remember that a man is valu- 
able in inverse ratio to the amount of 
supervision he requires. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 
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‘Tis an old, old story, yet the flight of 
years with all their joys, their tragedies, 
cannot change or mar its magic. As the 
shadows of 1949 lengthen into memo- 
ries and 1950 is ready to peep over the 
horizon, build your dreams in the mystic 
white light of the Star of Bethlehem as 
it hovers there in the East, 
beautiful, 
Goodwill to all men. 


serene, 
pledging anew Peace and 


To you and yours this Christmastide we 
wish all things good. 
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How to Make Quotas 


More Valid Than 
New Year Resolves 


About this time production quotas for 
the coming year are being set in many 
agencies. Just how variant are the 
quota setting practices was demon- 
strated this fall at the Illinois Manage- 
ment Conference at Peoria. Some of the 
managers present did not set quotas for 
their men and did not believe in a quota 
system. Others favored high quotas set 
more or less arbitrarily by the man- 
ager as a spur to the agent. Some felt 
that much of the quota setting done in 
the past by companies for their agencies 
and, in turn, by general agents for their 
producers, has been unrealistic and 
based on the fallacious theory that every 
the 


year is going to. be better than 
year before. On the other side, there 
were those who felt that every year 


should be better than the year before 
for the individual agent as he grows in 
stature and in importance to his com- 
munity. Most of the managers present 
apparently set some sort of an objective 
for future performance. The difficulty 
is making the quota more realistic than 
the average New Year’s resolution, 


Quarterly Readjustment Helps 


A great deal of interest was shown 
in the quota system outlined by the 
meeting’s moderator, Bert A. Hedges, 
Business Men’s Assurance, Wichita, In- 
stead of setting a yearly quota, Mr. 
Hedges sets for each of his men a quota 
for the quarter. He has discovered that 
a year is too long a time for a quota 


without some readjustment to retain 
meaning. 

In the Hedges’ organization, quota 
setting is not a unilateral affair. Mr. 


Hedges or one of’his assistants discusses 
the production situation with each man. 
The manager and the agent thresh the 
factors out until they both agree on an 
objective for the given quarter in the 
light of past performances, expectations 
of the future, limitations of the agent 
and the economic climate. 


Double Check Via Postcard 


Mr. Hedges’ agency operates through- 
out the state and many of his agents 
live far distant from Wichita. After 
each agent has gone back to his terri- 
tory following a discussion of his quota, 
Mr. Hedges sends the agent a letter 
reviewing the quota agreement and ask- 
ing the agent to check the figures again 
and change any of them that seem un- 
ralistic. To facilitate this recheck, Mr. 


Hedges encloses a penny postcard which 


says on the back: 

“IT accept quota assignments as my 
minimum objectives for the next quarter 
with the following changes (if any).” 
Then there is space for the agent to 
sign his name. 

Mr. Hedges feels that this followup 
on the quota is important because it 
assures that there will be no misunder- 
standing and prevents the agent from 
feeling that he was pressured into ac- 
cepting a given quota. 

Incidentally, Mr. Hedges feels that 
the term “objective” 
use than “quota.” By the time consider- 
able emphasis has been given to objec- 
tive establishment, the local producer 
has it impressed on his mind that at- 
complishing this objective or bettering it 
is a very important matter. 


Hughes Upped b by SBLI Fund 


William P. Hughes, secretary of Sav- 
ings Banks Life Fund at New York 
City since 1947, has been elected vice- 
president and secretary. Mr. Hughes 
formerly was director of statistics and 
research for Institute of Life Insurance. 


FTC Pursues 
New Tack in 


Insurance Field 


WASHINGTON Federal trade 
commission is investigating charges 
that State Farm Mutual Automobile has 
engaged in false and misleading adver- 
tising and misrepresentation in connec- 
tion with auto third party liability in- 
surance. 

Joseph W. Powers, chief division of 
field inspection of FTC’s bureau of legal 
investigation, confirmed reports of the 
investigation. It is reported FTC has 
had investigators at State Farm Mutual 
headquarters at Bloomington, III. 

Asked to confirm a report that com- 
pany practices in connection with its 
membership fee are under scrutiny, 
Powers said he could furnish no details. 
as the file is in its Chicago office. 

So far, Powers said, the charge is 
false advertising. Resort to such adver- 
tising, he added, would violate section 
5 of the FTC act, which declares unfair 
and deceptive acts and practices to be 
illegal. False advertising has been held 
to be such a practice. 

It is understood that State Farm rep- 
resentatives at ‘the Galveston conven- 
tion of N.A.I.C. reported what is taking 
place to an insurance commissioner 
in an executive session. It is under- 
stood an investigator visited State 
Farm in November and_ questioned 
specifically its advertising claim 
that it is the world’s largest automobile 
insurer and also its claim to offer coast- 
to-coast claim service, in view of the 
fact State Farm is not licensed in all 
states. It is further understood that 
State Farm furnished comparative pre- 
mium statistics to substantiate its claim 
to being preeminent in the auto insur- 
ance field, and that it displayed its ar- 
rangements for claim service in states 
in which it is not licensed to support its 
advertising claim that it provides claim 
service across the country. 


The investigator, it is reported, also 
made inquiry about the practice of State 
Farm in discontinuing insurance on 
motorists that move to a state in which 
the company is not licensed. The ques- 
tion involved here, it is said, is the fact 
that the insured loses the advantage of 
the membership fee that he paid initially. 
The company’s practice, it is said, is to 
notify insured that make such a move 
that they should arrange insurance in 
a company through which they can re- 
ceive the service of an agent. 

FTC people say that different _prac- 
tices of insurance companies in different 
states appear to present a number of 
problems, in view of variations in state 
Jaws and regulations and the fact that 
many companies are not licensed in a 
number of states. For example, it is 
suggested, suppose a New York policy- 
holder in a company unlicensed in Ari- 
zona happened to be in the latter state 
when his premium is due and he pays 
it. What laws and regulations apply? 

State Farm Mutual is one of the few 
identifiable insurance cases in which 
FTC has been active. In that field it 
has devoted attention chiefly to the mail 
order segment of the industry and to 
making a survey of state laws and 
regulations. 





is a better one to | 


AGENCY ASSISTANT 
WANTED 


By large established Chicago general 











agency of one of the large mutual life in- 
surance companies to engage in recruiting 
and training work exclusively. Excellent | | 
opportunity for man who qualifies. In re- 
ply state age and give personal back- 
ground. Address W-93, The National 
Underwriter, 175 West Jackson Blvd., 
Chicago 4, Illinois. 
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A Case for Production Contests 


Frequently discussions at meetings of 
managers and of agents revolve around 
whether production contests are worth 
their trouble. One general agent de- 
cided, as an experiment, to eliminate the 
usual one-month production contest last 
year. The general agent suspected that 
the production drive merely served to 
bunch sales in One month that normally 
would spread through the year. He 
thought the yearly totals would be the 
same whether there were a special hustle 
in one particular month or not. 

Of course, no two production years 
are alike, but last year was close to the 
selling pattern of the year before. The 
general agent found that in his contest- 
less year production suffered much be- 
yond what he considered a normal drop. 
His months were all about even, there 
was no stand-out month. His agents did 
not seem to make up in the year the 
extra business which they formerly 
racked up during the white heat of pro- 
duction contests. He now feels that his 
agents were deprived of considerable ad- 
ditional earnings because there was no 
contest. He has come to believe that a 
production contest provides a_ needed 
stimulus similar to a skillful half-time 
harangue by a football coach. The evi- 


dence in favor of production contests is 
conclusive—at 
agent in question. 


least for the general 
This year his pro- 


THE SEASON OF GIVING 


Christmas is the season of giving, and 
the life underwriter knows more about 
that than any other salesman in the 
world. 


Ile gives his family a higher standard 
ot living than most other people have 

. He gives the company he repre- 
sents unsupervised, continuing loyalty 
. . . He gives his advice, his assistance, 
and the benefit of his experience to 
everyone he contacts . . . He gives 
thousands of Agency and Home Office 
co-workers the security of steady em- 
ployment, filling the orders for life in- 
surance he sells. 


He has given America the omly type of 
security which is long enough to stretch 
from youth to old age—long enough to 
stretch from the father to his wife, 
children, and even grandchildren, with- 
out creating a single reinvestment prob- 
lem, a single management problem, a 
single governmental problem, a_ single 
tax-payer’s problem. 


He has given America its golden rule 
investment. He has given America the 
most dynamic element in its free-enter- 
prise economy, 


And so, to every life underwriter, and 
to each of his many co-workers in the 
life insurance industry—our wery best 
weishes for a 


MERRY CHRISTMAS AND A NEW 
YEAR FILLED WITH 365 DAYS OF 
HAPPINESS. 


PAUL SPEICHER 
President 
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duction is up. He just concluded a 


record contest. 


Recall 1948 Baruch Talk at L.1.A. 


Those who attended the 1948 annual 
meeting of the Life Insurance Assn. of 
America were interested in the recent 
announcement by Bernard M. Baruch 
that he intends to leave his entire 
fortune to institutions which will con-. 
tinue to work on physical medicine and 
rehabilitation. Mr. Baruch, who spoke 
briefly at the last L.I.A. meeting, was 
particularly impressed with the talk of 
Dr. Howard A. Rusk of the New York 
University College of medicine on that 
subject at the L.I.A. session. Five years 
ago Mr. Baruch made a gift of $1,250,- 
000 for research in this field. 








Group Men Get “Comp” Manuals 


Though multiple line underwriting is 
a much more common topic of conver- 
sation in the fire, casualty and surety 
business than in the life business, the 
latter is taking on a new interest. At 
least this is true in group companies that 
intend to write disability benefits in 
New York state. They are interested 
in workmen’s compensation. Disability 
benefits men have lately been obtaining 
copies of the manual issued by the New 
York State Compensation Insurance 
Rating Board. The law in New York 
is aligned with workmen’s compensa- 
tion. In other states it is tied to un- 
employment insurance. 

CIO Committee Will Ask 
Ouster of UOPWA as Red 

WASHINGTON—Hearing was com- 
pleted here Monday in the case of 
UOPWA, charged with being commun- 
ist-dominated, before a committee of 
the CIO executive board headed by 
Emil Rieve. The committee will rec- 
ommend to the CIO executive board, 
which will probably meet in late Janu- 
ary or early February, that UOPWA 
‘be expelled from CIO. 

The committee heard “prosecution” 
witnesses, William Steinberg, president 
American Radio Assn. and Stanley Rut- 
tenberg, CIO director of education and 
research, It also heard James Durkin, 
UCOPWA president, deny violation of 
CIO policy described as anti-communis- 
tic. He presented affidavits from union 
members. 

The Rieve committee refused to per- 
mit a delegation of 40 UOPWA mem- 
bers to attend the meeting, limiting 
union representation therein to eight. 

Durkin claimed his union always acted 
along “democratic” lines and has never 
submitted to dictation from any po- 
litical party. He charged CIO with 
sponsoring moves to “subvert”? UOP- 
WA. These attempts have failed, he 
said; hence “this new persecution.” 

CIO filed suit in district court here 
to recover $18,700 with interest, claimed 
to have been lent VOPWA in 1938-41. 


INJUNCTION LATEST MOVE 


WASHINGTON — Latest move of 
UOPWA in its effort to keep from be- 
ing expelled from the CIO as pro-com- 
munist is the seeking of an injunction 
in the district court here on the ground 
that CIO’s procedure is _ unconstitu- 
tional. Court hearing is scheduled for 
January. 





Past Practice Governs 


The holder of a funeral policy re- 
peatedly had been delinquent in excess 
of the four-week grace period allowed 
but each time the insurer accepted past 
due payments. The Louisiana court of 
appeals ruled that this constituted a 
waiver of the policy provision as to the 
grace period. The case was Muse vs. 
Strudwick Fair Service. 
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YEAR’S END... 


Soon be time to tot up the 
books for the year and turn 
over a fresh, new sheet for 


1950. 


It’s been a right good year 
for us. Production has been 
good, gain has been healthy, 
... which means that our fine 
agency force has taken the 
story and the service of Life 
Insurance to many, many 
more self-reliant American 


people. 
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The Insurance Family at Christmas 


At joyous of the year 
when family ties are tightened, friend- 
ships intensified, and spirits enriched, 
THE NATIONAL UNDERWRITER desires to 


take the mystical liberty of looking on 


this season 


all those within reach of its columns 
as members of our family, to transcend 
the printed word, and in home and 


office to extend a warm handclasp to 
those who share the common satisfac- 
tions of insurance activity, who face com- 
mon problems, and who enjoy the com- 
mon inspiration that is found in carry- 
ing on this great beneficent enterprise. 


There is no business that is so in- 
timately concerned with human _ prob- 
lems and human values as insurance and 
this being the time of the year when 
the human heart is exalted, it the 
time for insurance practitioners to thrill 
to the comradeship of their calling. In- 
sofar as THE NATIONAL UNDERWRITER 
forms a bond between the and 
women of insurance we offer our own 
and, in behalf of our entire family of 
readers, reciprocal wishes among you 
all for a joyous, serene, and bountiful 


Christmas weekend, 


1s 


men 


Uv F 
Financing for Infant Prodigies 


Now that Metropolitan Life 
begun to set up its plan for taking shares 
of loans that local banks consider too 
big to handle alone and Financial Vice- 
president Oliver M. Whipple of Mutual 
Life has endorsed the idea of a lending 
agency financed by life companies and 
other investors, it seems as if the legiti- 
mate loan demands of small business 
men are well on the way to being taken 
care of. 

It will be interesting to see what tack 
is taken by Senator O’Mahoney and 
others who have felt that the life com- 
panies siphoned off the people’s savings 
and made them available to big enter- 
prises, leaving the small entrepreneur 
without needed and deserved financing. 

At the hearing at which Metropolitan 
Life indicated its willingness to share 
small-business loans originated by local 
banks, Senator O’Mahoney seemed to 
feel that such a plan would be the an- 
swer to the financial troubles of small- 
business men. 

Whether these plans will really satisfy 
those who are concerned about the cap- 
ital requirements of smal] business re- 
mains to be seen. Actually, the banks 
and the life companies have not been 
doing such a bad job of taking care of 
small business. Success in this. field is 
going to require not only application 
and resourcefulness on the part of Met- 
ropolitan and the banks, but reasonable- 
ness and an awareness of the economic 
facts of life on the part of Senator 
O’Mahoney and those who share his 
views. 

The line between giving the small 
business man the same access to capital 
that the large corporation enjoys and 
a sympathetic subsidy generated by a 


has natural desire to help the little fellow 


must be sharply drawn. Whether a 
business is large or small, there has to 
be a reasonable economic basis for it. 
There is a two-fold danger in financing 
a business on any other basis. First, 
the entrepreneur loses his own stake, 
which is probably his entire savings, 
while his backer, even though only a 
lender, will be lucky to get off without 
some loss. Second, competitors are sub- 
jected to subsidized competition which 
may injure them or in severe cases even 
bankrupt them. 

Undoubtedly a big share of the small 
businesses that cannot get financing 
consists of projects of which only the 
progenitor could be expected to have 
any faith whatever. One reason why so 
many small businesses are unable to find 
financing is that their promoters can’t 
interest others in sharing so risky a 
venture. It is not the smallness of the 
enterprise that scares these’ potential 
lenders off, but the basic unsoundness 
of the proposal. They would be just as 
skeptical no matter what the size of the 
proposed operation. 

Even though common stock invest- 
ments for life companies were to be- 
come widely popular and legalized in 
states that do not now permit them, the 
small business man with a basically un- 
sound venture would have the same dif- 
ficulty that he does now in finding 
financing. Life companies would have 
an advantage in making small-business 
investments in being able to ride out 
economic storms. The ordinary business 
man usually has to sink or swim with 
his venture. But the life company that 
owned an interest in numerous small 
ventures could average its successes and 


failures in this field of investment. 
With its superior investment investi- 
gation facilities and experienced judg- 
ment it should be able to pick the win- 
ners as well as anyone, yet even under 
such circumstances there would doubt- 
less be hordes of would-be small-busi- 
ness are st: unable to aunty for 


financing who would feel that their f- 
nancial needs were being ignored in 
favor of big business. It will take 
statesmanship and good public relations 
to disabuse such men of the very nat- 
ural idea that their brain-children are 
geniuses and only in need of capital to 
bring them fame and riches. 





PERSONAL SIDE OF THE BUSINESS — 





Elmer C. Moore, New York Life, 
member of the Million Dollar Round 
Table, has been named a director of 
Wichita Chamber of Commerce. 


C. O. Braden, Equitable Society, Inde- 


pendence, president of Kansas Life 
Underwriters Assn., who has been in 
ill health for several months, has 


recently been at the army and navy 
hospital, Hot Springs, Ark. During his 
absence Vice-president Keith Hayes, 
Mutual Life, Hutchinson, has been car- 
rying on. 

Raymond D. Parker, president ot 
Parker-Allston Associates, insurance ad- 
vertising agency, was general chairman 
of the dinner at New York where the 
Heisman Trophy which is awarded to 
the outstanding collegiate football play- 
er, went to Leon Hart of Notre Dame. 
Among the events planned for Mr. 
Hart’s benefit was a private mass and 
breakfast at the residence of Cardinal 
Spellman. Mr. Parker was also the re- 
cipient of a medal and book from the 
cardinal. 

Frank H. Devitt, Denver manager of 
Capitol Life, was honored at a stag din- 
ner marking his 10th anniversary with 
the company. 

C. B. Rittenberry, Amarillo, Tex., 
general agent of Lincoln National Life, 
is in Scott-White Sanitarium, Temple, 
Tex., where he underwent a _ serious 
operation. 

John S. Thompson, president Mutual 
Benet Life, has been elected president 
of the Welfare Federation of Newark. 

Homer N. Chapin, vice-president 
Massachusetts Mutual, was one of a 
party of 90 northern financiers who re- 
cently toured Florida to survey invest- 
ment possibilities there. 

Julius C. Smith, vice-president and 
general counsel of Jefferson Standard 
Life, is recuperating after a serious op- 
eration at Temple hospital in Phila- 
delphia. 

Francis J. O’Brien, vice-president and 
director of sales promotion of Franklin 
Life, has been named to the Springfield, 
Ill., library board. 


DEATHS 


E. S. Joseph, 69, former deputy in- 
surance commissioner of Pennsylvania, 
died at his home at Harrisburg. Mr. 
Joseph had operated a general insur- 
ance agency there for about 35 years. 

Bert G. Schaub, 69, former superin- 
tendent of the Metropolitan Life at Vin- 
cennes, Ind., died after an illness of 
eight years. 

George A. Raub, a director of Indian- 
apolis Life, died at Logansport, Ind. 











His brother, Edward Raub, is chairman 
of the company. 

J. J. Barton, 94, agent of New York 
Life for 50 years, died at Fort Dodge, 
Ia., after a long illness. 

C. B. Kissinger, 58, manager at Win- 
chester, Ky., for Kentucky Central Life 
& Accident, died there. 


House Organ Wins Award 








New England Mutual Life's field 
force monthly, ‘Pilot’s Log,” was 
presented an “award of merit” by Asso- 


ciated Industries of Massachusetts and 
Massachusetts Industrial Editors Assn. 
for distinguished industrial journalism 
in the internal magazine publications 
class. Alan Beck is the editor. 


Tell Own Estate Problems 


“A Life Underwriter’s Own Estate 
Problems” was the topic of a panel 
discussion before the Los Angeles 
C.L.U. chapter, with Maynard J. Toll, 
attorney; Harry Van Cleve, Massachu- 
setts Mutual, and A. King Walker, Penn 
Mutual, on the panel. F. A. Schnell, 
Penn Mutual, was moderator. 


Study Pa. Codification 


HARRISBURG, PA. — The joint 
state government commission—research 
arm of Pennsylvania’s legislature—has 
named a sub-committee on insurance 
to study the present state laws relating 
to insurance and submit proposals to 
the 1951 assembly for their codification. 
The subcommittee is headed by Rep. 
Kline, chairman of the House insurance 
committee. 


Reseut Densinieas 





Two who were recently given new Pru- 
‘dential titles: Robert M. Green, vice-presi- 
ident in charge of the newly established 
Canadian office, and Gerald A. Eubank, 
co-manager of the downtown New York 
City agency and newly appointed special 
assistant to President Shanks. 
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Added t to L. I. A. Board of Directors 


Added to L.I.A. 
Directorate: Elected 
to the board of Life 
Insurance Assn. of 
America at its an- 
nual meeting in New 
York were (left to 
right): A. J. Me- 
Andless, president 
Lincoln National, 
Edwin W. Craig, 
president National 
Life & Accident; 
Peter M. Fraser, 
president Connecti- 
cut Mutual; and A. 
A. Rydgren, chair- 
man Continental 
American. Also 
elected as directors, 
but not in the picture above were John S 





Nadler Son 1950 Wesieeen 
Activity Nearly Up to ‘49 


(CONTINUED FROM PAGE 3) 


a constant increase of the public debt is 
a steady erosion of the purchasing 
power of the currency. 

In addition to government action, he 
said the following factors will play an 
important role in the economy during 
the coming year: The general standard 
of living is higher than ever before and 
economic security is being strengthened; 
liquid savings in the hands of the 
people are very large and some of these 
savings will be spent for the purchase 
of homes and durable goods; the pro- 
ductivity of equipment and labor is in- 
creasing, and this will tend, at least 
in part, to counteract the increased cost 
of production brought about by the 
fourth round of wage increases. 

Negative factors in the business pic- 
ture are the decline in capital expendi- 
tures by corporations and the danger 
of an increase in corporate taxes, which 
will further adversely affect outlays for 
new plant and equipment. Increased 
production costs will complicate the re- 
adjustment of those industries which 
have not as yet gone through this 
process, he said. 

During the question and answer 
session following his talk, Mr. Nadler 
said that present efforts to buy financial 
or economic security through life in- 
surance will be futile if inflation con- 
tinues to erode the purchasing power of 
the dollar. But the spread of pensions 
means that more and more people have 
an interest in the value of the dollar, 
and this might make it easier to instill 
in people a desire to do something about 
it, he said. 


Must Fight Inflation 


Life insurance policyholders, he ob- 
served, for their self-preservation will 
have to fight inflation or find their sav- 
ings useless. Insurers must engage in 
“preventive medicine” and fight off the 
decline in the purchasing power of their 
beneficiaries’ dollars before it has gone 
too far, he stated. This fight can best 
be carried on by educating policyholders 
about the dangers facing them. 

He predicted that the tasks of invest- 
ment officers would become increasingly 
complicated in the next few years but 
suggested that they accept their new 
and increasing burdens philosophically. 
He interspersed his comments with 
humorous anecdotes and his talk was 
well received. 


N. Y. Society Course on Pensions 


The Insurance Society of New York 
is now planning a course in life insur- 
ance pensions. Labor union representa- 
tives and buyers will be admitted along 
with life insurance personnel. A course 
in disability benefits coverage will Start 
in February. 


R. A. Frederick, administrative vice- 
president of Franklin Life, has been 
Visiting south Texas agencies, conclud- 
ing his visit at San Antonio, 





. Thompson, president Mutual Benefit Life; 
and W. Howard isi eee Union C entral. 


ined Aid Asked to 


Prevent Pension Fiasco 
(CONTINUED FROM PAGE 1) 


connection with the 
interest in pensions. 

“Here in this room more knowledge 
about sound pensions is represented than 
could probably be found in the rest of 
the world put together,” he said. “It 
is a subject about which business knows 
not half enough. You gentlemen must 
be the teachers.” 

Superintendent Dineen of New York 
made a talk very similar to the one he 
made at the L.I.A.M.A. meeting last 
month in Quebec in which he urged 
the life insurance business to bestir 
about the problem of preventing govern- 
ment encroachment into the medical 
care insurance field. His Quebec talk 
was extensively reported in the Nov. 18 
issue of THE NATIONAL UNDERWRITER. 

The talk of Dr. Marcus Nadler of 
New York University and the sym- 
posium in which institute department 
heads explained the workings of their 
departments are reported elsewhere in 
this issue, 


current wave of 


N. Y. Dept. Promulgates 
Group Retention Ruling 


Deputy Superintendent Harris of 
New York signed and made effective 
Dec. 21 a department ruling on group 
retention agreements and_ statements. 
Modifications of the originally proposed 
ruling are slight. The original proposal 
was described in the Sept. 23 issue of 
THE NATIONAL UNDERWRITER. 


Paul Revere ‘Names Doss 


Paul Revere Life has appointed Noble 
W. Doss general agent at Austin, Tex. 
He has been an agent of Franklin Life 
in Austin for two years and before that 


was in the navy and played football 
with the Philadelphia Eagles and at 
University of Texas. He is a_ naval 
veteran. 
Third Analyst Engaged 

The subcommittee on -valuation of 


securities of National Assn. of Insur- 
ance Commissioners has employed Nor- 
man Michigan, formerly with Paine, 
Webber, Jackson & Curtis, New York 
securities dealers, as the third senior 
securities analyst on its staff. He has 
had about 10 years experience in 
securities work. The subcommittee de- 
ferred until its February meeting the 
engagement of an economist. 


Grant K. Ward, formerly at Junction 
City for Metropolitan, has been named 
assistant manager at Dodge City. 





David Berz has been appointed man- 
ager of the Metropolitan Life Lake 
View district in Chicago. Mr. Berz has 
been assistant manager in Oak Park, III. 





Frank See Stith, grandson of Frank 
M. See, general agent at St. Louis for 
New England Mutual, died. 
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Agents of Varying Experience 
Describe Methods at N.Y. City 


Agents with 1%, five, and 11 years 
experience presented their sales methods 
at an educational meeting of New York 
City Life Underwriters Assn. at which 
the attendance exceeded 600. Speakers 
were Harry Phillips, III, Penn Mutual; 
Daniel S. Busch, Massachusetts Mutual, 
and Henry F. Silver, Mutual Benefit 
Life. Lambert M. Huppeler, general 
agent New England Mutual, was chair- 
man. 

The sales talk of Mr. Phillips, who 1s 


22, is directed at other young men. Tiey 
have problems similar to his. He sug- 
gested that older agents also need 
younger clients to replace the older 


ones who leave the market. His opera- 
tion is based on selling a large number 
of lives to get volume, since his clients 
seldom have the ability to pay for large 
amounts. The financial situation of 
young men, he said, however, can only 
get better and he hopes to grow with 
them through the years. He mentioned 
that most of the successful younger 
men will be getting raises and bonuses 
at Christmas and also cited the forth- 
coming NSLI dividend as a source of, 
income which might be turned to insur- 
ance purchases. 

He anticipates that the prospect has 
either social security, NSLI, or both, 
and approaches with a savings plan of- 
fered as a supplement to the govern- 
ment insurance to make dollars go twice 
as far. This avoids having the prospect 
cite his government insurance as taking 
care of all of his needs and as an excuse 
for not buying. 

He has found that single young men 
have more spendable income than mar- 
ried men and approaches them on sav- 
ing and thrift, or insurability factors. 
He demonstrates that it is more profit- 
able for them to buy insurance now. 
He shows the premium outlay now as 
against the outlay 10 years from now 
and the corresponding cash values at 
60. For example, he said, at age 25 if 
a young man buys 20-pay life he will 
put in 16% less than if ‘he waits until 
35 to make the purchase, and he will 
have 10% mere cash at age 60. 

In returning to his prospect after 
completing the program he takes an ad- 
ditional policy to cover other needs 
which he usually has discovered. He 
said prospect does not resent it and 
if he does not take the policy, it provides 
a basis for a return call, either at the 
end of the 60-day period following the 
medical or on the regular call made in 
a later follow up. “This is a great busi- 
ness,” he said, “if you have somebody 
to call on.” 

Finding prospects is the major prob- 
lems with younger agents, Mr. Busch 
said, pointing out how for a long time 
he had to make cold canvass calls, fol- 
low up on direct mail replies, and see 
orphan policyholders. Since then, how- 
ever, he has been able to call on referred 
leads. He tries to get a referral from 
each client but doesn’t give his client 
the idea that he “needs” names to call 
on. Rather, he said, he tries to get 
clients to agree that his service is valu- 
able, that others need it. In that way 


i a 
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they refer him on a friendly basis where 
he can capitalize on a prestige approach. 
“It is necessary to get to the point as 
quickly as possible with the prospect 
and disturb his complacency. Make him 
think,” he said. “Make him wonder if 
his policies are right and if he is getting 
all possible benefits from them. Find 
out about any business interests he has, 
mortgage on his home, outside income, 
trust funds, ete. 


USES PRESTIGE NOTEBOOK 


A large notebook containing congratu- 
latory and grateful letters from past cli- 
ents is presented by Mr. Silver to his 
prospects to gain prestige immediately. 
This helps the prospect size up the 
agent and frequently saves at least one 
interview if the prospect thinks he wants 
time to think things over. In reality he 
wants to think about the agent. (The 
size of the book prompted Mr. Hup- 
peler, who participated in the demon- 
stration to interject a joke about a 
young agent who called on a prospect 
and showed him a huge reference book 
saying, “There is a 20 minute sales 
talk that goes with this book. Do you 
want to hear it or do you want to buy 
now?”’) 

Mr. Silver asks for these letters when 
clients tell him ‘how grateful they are 
for their estate analysis. He asks them 
to send him a letter. Then he asks if 
they know any others who can use the 
service. He asks for the names of per- 
sons who are above average. To help 
stimulate their memory he asks about 
others in their business and social life, 
those rendering professional services 
such as doctor and lawyer, neighbors, 
classmates, family, club friends, etc. If 
for example the client is a lawyer, Mr. 
Silver may show him a list of outstand- 
ing law firms in the town and ask if he 
knows individuals with the other firms. 

With Mr. Huppeler, he then gave a 
demonstration of a suggested 11% minute 
phone conversation with a prospect. He 
keeps a list of objections and _ the 
answers to them in front of him so that 
he can keep ahead of the conversation. 
The principal effort in the phone call 
to get an appointment so that the 
subject can be presented later. The 
general idea of the call is to convince 
the prospect that the agent has a new 
idea based on the income use of prop- 
erty which he’d like to present. 

In the fact finding interview Mr. Sil- 
ver notes down minor impressions he 
gets which he might forget if he waits 
until he returns to his office. Usually 
the prospect thinks his wife’s earning 
power is higher than it actually would 
be. He tries to work down the estimate. 
The prospect usually hides behind this 
or uses it as a refuge to avoid buying 
insurance, Mr. Silver said. 
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Miss Josephine Beers has been ap- 
pointed assistant group actuary by Oc- 
cidental Life. Before joining Occidental 
in 1938 Miss Beers was with Western 
American Life and Travelers. 
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GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 == 








SIGNIFICANT FACTS 


The INDIANAPOLIS LIFE 
INSURANCE COMPANY 


—A Legal Reserve, Mutual Company from its inception in 1905 
—takes pride in these facts: 


INSURANCE IN FORCE— 
exceeds $223,000,000 
ASSETS— 
exceed $59,000,000 
THREE FIELDMEN— 
are Life and Qualifying members of the Million Dollar 
Round Table 
TWENTY-FOUR— 
were winners of the 1949 National Quality Award. 
Among C.L.U. members and candidates; in L.U.T.C. classes; 
in Underwriter Association activities; Indianapolis Life men 
are among the leaders in many areas. 


A definitized practical program of Company training and retraining; 
excellent Company schools in Basic and Programming, and for General 
Agents, keep the Company's men abreast of new developments, and 
expand their knowledge. An unusually effective Rate Book giving instant 
answers for briefs and programming, and modern policies and sales 
tools aid Fieldmen in their work. 

Lifetime Service Fees and a Pension provide added security. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 
A LEGAL RESERVE, MUTUAL COMPANY 
Agency opportunities in Toledo, Ohio; Davenport, lowa; Springfield, Illinois; Beau- 
mont, Texas; and, some other choice cities in Indiana, Illinois, Texas, Ohio, Minnesota, 
Michigan, and lowa. 


Walter H. Huehl, President 





Doyle Zaring, Manager of Agencies 














LIFE AGENCY CHANGES 





Wharff New England's Sole 
General Agent at Columbus 


Paul M. Smith has withdrawn from 
the Smith & Wharff agency of New 
England Mutual at Columbus. Clifford 
C. Wharff becomes sole general agent, 
effective Jan. 2. 

Mr. Wharff first joined New England 
Mutual in 1930, became supervisor at 





Cc. C. Wharff 


Paul M. Smith 


Columbus in 1932 and entered into part- 
nership with Mr. Smith in 1946. He is 
a past president of Columbus Assn. of 
Life Underwriters and a member of the 
company’s Leaders Assn. 

Mr. Smith, who has rounded out 20 
years as general agent, wishes to be re- 
lieved of managerial responsibilities but 
will continue as associate general agent. 
He entered life insurance as a personal 
producer at Charleston, W. Va., in 1914, 
two years after graduating from West 
Virginia Wesleyan College. General 
agent at Columbus since 1930, he has 
been active in civic affairs and in the 
Ohio association. 


Heine to Cleveland Post 


O. M. Heine, regional group man- 
ager at San Francisco for Lincoln Na- 
tional Life, is 
establishing a new 
regional group 
office at Cleveland, 


covering northern 
Ohio. 

Before entering 
the field, Mr. 
Heine had_ par- 
ticipated in a com- 
prehensive home 


office training pro- 
gram which _in- 
cluded considerable 
field work in pro- 
duction and_ serv- 
icing of group in- 
surance. He also was for several months 
at Newark, where he was active in 
providing group coverage under the 
New Jersey TDB law. 


Fahy Named at Aberdeen 


Pioneer Mutual Life has appointed 
A. A. Fahy general agent at Aberdeen, 
S. D. Mr. Fahy, formmerly manager of 
a radio station, has had considerable 
experience in life insurance business. 





0. M. Heine 








To Conn. Mutual 





Victor K. Miller 
becomes general 
agent at Columbus 
for Connecticut 
Mutual Dec. 23, 
succeeding L. L. 
Lenz, who con- 
tinues as associate 
general agent. An 
air corps veteran, 
Mr. Miller entered 
life insurance with 
Lincoln National 
after working in 
the teaching, 
utility and mercantile fields 





V..K. Miller 


and has 
‘been associate general agent in Colum- 


bus. He was formerly assistant di- 
rector of the Purdue course. 


J. S. Ferebee to Richmond _ 
for Equitable Society 


J. Smith Ferebee has been appointed 
Equitable Society manager at Rich- 
mond. An alumnus of Virginia Military 
Institute and University of Virginia, 
he joined Equitable in 1940 after being 
in the investment business. After naval 
service, he was appointed assistant man- 
ager in Chicago. He is a record holder 
in golf and skeet-shooting. He was 
introduced to his new staff by S. A. 
Burgess, 2nd vice-president, at a lunch- 
eon. 

Mr. Ferebee succeeds Donald L. 
Weeks as manager at Richmond. Mr, 
Weeks is retiring. He is returning early 
in January to Florida where he previ- 
ously represented Equitable. He will 
not be actively associated with company 
but may act in advisory capacity. 


Guarantee Mutual Names 
Schmohl Kansas City G. A. 


Guarantee Mutual Life has appointed 
Charles A. Schmohl general agent at 
Kansas City. He was formerly in Kan- 
sas City with Metropolitan Life, then 
district manager for Northern Life of 
Seattle and this year home office super- 
visor for Occidental Life at Kansas 
City. 


New Group Representatives 


Bankers Life of Iowa has appointed 
Robert C. Gerald and Joseph J. Watson 
as group representatives in New York 








R. C. Gerald J. J. Watson 


City and San Francisco respectively. 
An air force veteran, Mr. Gerald was 
in the banking and oil business before 
joining Lumbermen’s Mutual Casualty 
at New York. 

After returning from the merchant 
marine, Mr. Watson joined California- 
Western States Life at San Francisco 
and since last April has been a group 
representative in Los Angeles for Con- 
tinental Casualty. 





Lavendar Field Director 
Arthur Lewis, Newark general agent 

of Pacific Mutual Life, has appointed 

Mel J. Lavendar field director of the 


agency. Ted Mitchell, formerly with 
the agency, has rejoined it as super- 
visor. Mr. Lavendar was formerly 


agency supervisor at Pittsburgh. 





Reno G. A. 


John R. Hills 
has been named 
general agent at 
Reno for Frank- 
lin Life. A Purdue 
graduate, he en- 
tered life insurance 
in 1932 with Pru- 
dential, later  be- 
coming superinten- 
dent. Since 1944 he 
has@ been’ general 
agent for Cali- 
fornia- Western 
States Life at 
Reno. He is a 
past president of 
Nevada Life Underwriters 





John R. Hills 


Assn. 
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COMPANY MEN 
Wash. Nat'l Adds 
to Agency Staff 


Bernard T. Kamins, former vice-pres- 
ident and agency director of Alliance 
Life, will join 
Washington Na- 
tional Jan. 1 as as- 
sistant agency su- 
pervisor and Ed- 
ward P. Oertel, as- 
sistant vice-presi- 
dent in the Great 
Northern’s agency 
department since 
1940, will have the 
same title. 

Mr. Kamins 
joined the former 
Peoria Life in 1922 
and went with Al- 
liance Life when 
that company took over Peoria Life. He 
became agency director in 1936. 

Mr. Oertel joined Great Northern in 
1911, becoming home_ office cashier. 
After service in the first war he re- 
turned and entered field work. 

Washington National’s field force has 
increased approximately 25% within the 
last three months through the addition 
of the Great Northern agency force and 
other field appointments. 


Prudential Appoints Two 
Western Agency Directors 


William Ingram has been promoted to 
director of agencies in the Prudential 
western home office. Mr. Ingram joined 








B. T. Kamins 
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Fifty-eighth Year of Service 
to the Families of New England 








Prudential at Newark in 1932 and be- 
came chief clerk in 1940. He was ap- 
pointed assistant regional manager at 
New York City in 1942 and of the 
Canadian division in 1944. He was pro- 
moted to regional manager in 1946. 
Carl White has been promoted to di- 
rector of agencies in the western home 
office. Mr. White joined Prudential in 
Wichita in 1927 and became assistant 
district manager in 1931. He. was ap- 
pointed manager at Tulsa in 1935 and 
was named regional manager in 1948, 


N. Y. Life Ups 8 in 
Mortgage Loan Dep't 


New York Life has made these pro- 
motions in the real estate and mort- 
gage loan department: James E. Wood- 
ruff to manager of the mortgage loan 
investment division; Eugene S. Oven- 
shine to administrative assistant; Wil- 
liam T.. Hadley, Fred W. Guild, Harry 
W. Crofts and Carlton S. Dougherty 
to assistant managers of the mortgage 
loan investment division; Leonard C. 
Spann to assistant to the mortgage loan 
field supervisor; and Lewis A. Rowe 
to supervisor of mortgage extensions. 








Manufacturers Life Ups 
Neville, Ralfe, Sheppard 


Manufacturers Life has appointed T. 
H. Neville and R. D. Ralfe agency su- 
perintendents and N. T. Sheppard field 
service department manager. 

Mr. Neville, formerly field service de- 
partment manager, 


has been with the 





N. T. Sheppard T. H. Neville 


company since 1931. He will assist in 
the development of United States busi- 
ness. Mr. Ralfe joined the company in 
1930 and has been assistant agency su- 
perintendent. He will continue to help 
supervise Great Britain, Asia and Africa. 
Mr. Sheppard, with the company since 
1928, has been in the field service depart- 
ment. 


Home Life, N. Y., Advances 
Three at Home Office 


Home Life of New York has ap- 
pointed William E. Hoose assistant 
superintendent of mortgages, Donald R. 
Morganson assistant counsel and James 
M. Schenkel assistant actuary, effective 
Jan. 1. 

Mr. Hoose joined the company in 
1937 as a mortgage field man and be- 
came mortgage field supervisor in 1941. 
After military service he returned to 
the company in 1946 and has been given 
increasing responsibilities in the mort- 
gage loan department. 

Mr. Morganson, a member of the 
New York bar, joined the company in 
1941 in the mortgage department. He 
was appointed mortgage attorney in 
1946. As assistant counsel he will be 
transferred to the law department and 
will assume broader responsibilities as 
well as handling the legal phases of 
mortgage investments. 

Mr. Schenkel’s transfer from the un- 
derwriting to the actuarial department 
is the result of the company’s entry into 
the group field. He will be assigned to 
the group and research division of the 
actuarial department. He is a fellow of 
Society of Actuaries and has been with 
the company since 1936, becoming as- 
sistant underwriting secretary in 1948. 











Yrs — we had a good year. We showed 
substantial increases in all three departments 
— Life, Accident and Health, Group. Our 
field underwriters made good money, over-all 
operating results were good, everyone is 
happy. Year-end figures will reflect a healthy 
situation from a dollars-and-cents standpoint 
all the way around. Right now, though, we’d 
rather think of another kind of asset — the 
most important of them all: our friends — the 


To all of them 


at North American Life and 


best part of any business. 
everywhere, we 
Casualty Company join in extending a wish 
for an enjoyable holiday season and a happy, 


prosperous New Year. 





NORTH AMERICAN 
Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 
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High grade agents writing quality business have been respon- 
sible for our all-time-high average-size policy of $6355 . . . an 
imposing record of steady growth. Such a record must be well 
deserved. See for yourself the reason why. Write now for details. 
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For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


° 
Concord, New Hampshire 
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Thirteen Insurers Bid on 


Tennessee Group Insurance 


NASHVILLE—Bids from 13 insur- 
ers are in the hands of a special commit- 
tee, headed by Commissioner Allen, for 
group medical and hospital insurance on 
approximately 12,500 employes of the 
state of Tennessee. Such a setup would 
be substituted for group plans now be- 
ing used in various state departments, 
but premiums are to be paid entirely by 


the policyholder and participation is op- 
tional. J. W. Bishop, Jr., Chattanooga, 
was appointed agent of record to work 
with the committee in determining rates, 
etc. 

James Maine, department actuary, 
worked out the schedule, which em- 
braces hospiia! benefits of $6 a day for 
14 days, miscellaneous expenses up to 
$60, and not to exceed 10 times the daily 
benefit for all hospital charges for de- 
pendents; surgical expenses according to 




















ASSETS 


INCREASE 


SINCE 


INCREASE 


SINCE 


When a field force sings about 
the Rainbow of Happiness, you 
know that a sound company, 
with a sound plan, stands 
behind every man. Security for 
the prospect —security for the 
producer — that’s what the 
name, Life & Casualty, means. 


And the results of this program, 
under progressive management, 
are obvious when you see the 
financial results. 





A m. BURTON, PRES 
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a plan of Tennessee Medical Assn., and 
medical insurance covering physicians’ 
fees of $3 a day up to 31 days. _Pres- 
ent state laws, according to Commis- 
sioner Allen, do not permit the state to 
contribute toward the plan, but all de- 
partments can cooperate and payroll de- 
ductions are authorized. 





Criticises Boosting Bills 


W. Grady Carper of Princeton, W. 
Va., in addressing Charleston (W. Va.) 
Assn. of A. & H. Underwriters, criti- 
cized hospitals and doctors for “set- 
ting their fees to match the scale of 
insurance benefits.” He told of receiv- 
ing a policyholder’s bill from a Charles- 
ton hospital with the item of $200 for 
surgeon’s fee changed to $300. 

“It was obvious to us that the hospi- 
tal had consulted our policy and had 
seen that our company allowed $300 in- 
stead of $200, so they increased the 
charge,” he said. 

Mr. Carper urged a closer relation- 
ship between hospitals, doctors and in- 
surers to put up a solid front against 
the threat of socialized medicine. 


Stephens Utah Speaker 


SALT LAKE CITY — At the De- 
cember meeting of Utah A. & H. Club, 
D. C. Stephens, general agent Security 
Life & Accident, told of the changes 
over the years in the kind of policies 
put out, approach of the agent and 
sales methods. The improved policy 
contracts and more highly-trained pro- 
ducers have resulted in better public re- 
lations. He feels that there is absolutely 
no room, according to present day stand- 
ards, for the “order taker.” The A. & H. 
salesman who sells his prospects what 
they need, renders efficient personal 
service and keeps the business on the 
books can build for himself a compe- 
tency not to be found in other selling 
lines. 

A. Harry Good, chairman of the 
club’s educational committee, announced 
that an A. & H. course will be held 
the last week of February and the first 
week of March. It is expected that the 
classes will be conducted by Wesley J. 
A. Jones, executive secretary of the 
International association. 


Pittsburgh Congress Feb. 20 


Pittsburgh Assn. of A. & H. Under- 
writers will hold a sales congress Feb. 
20. The program will begin at 2 p. m., 
with sales discussions and presentations 
by nationally known speakers, followed 
by a banquet in the evening. 

Charles H. Bokman, New Amsterdam 
Casualty, president of the Pittsburgh 
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association, is arranging for an out- 
standing group of speakers and it is ex- 
pected to bring out an even larger at- 
tendance than the 300 who were on 
hand for last year’s congress. 


Foster Heads L. A. Managers 


LOS ANGELES—A. & H. Man- 
agers Club of Los Angeles has elected 
these officers: President, Alfred D., 
Foster, Hartford Accident; vice-presi- 
dent, Harvey C. French, Glens Falls 
Indemnity; secretary, Milton Rose, 
Massachusetts Protective. 

Following the business meeting an 
entertainment program was offered, 
with Harry Burford of the Continental 
‘Casualty and Ernest Hansen of Cass & 
Johansing playing the leading parts. 


Christmas Party Big Success 


The Christmas party given by De- 
troit A. & H. Assn. for 100 underprivi- 
leged children was again an outstanding 
success, with very generous contribu- 
tions both on the financial side and in 
time and effort spent by the members. 
Edward L. Matyn was chairman. 

Charles B. Stumpf, president of the 
International association, will speak at 
the next meeting Jan. 10 on “None Can 
Go His Way Alone.” 








Hearing on Policy Fee Rule 


A hearing has been arranged at Jack- 
son Dec. 28 on a recent ruling by Com- 
missioner White of Mississippi, chang- 
ing the regulations in regard to policy 
fees on A. & H. policies, some features 
of which the companies considered ob- 
jectionable. 


Kansas Assn. of A. & H. Underwrit- 
ers held its Christmas meeting Dec. 19 
at Wichita.. Rev. Armour Evans, su- 
perintendent of Wesley Hospital, spoke 
on the Chrismas theme. Special Christ- 
mas music was furnished by @ group 
from University of Wichita. 








Occidental Life has been elected a 
member of Bureau of A. & H. Under- 


RECORDS 


Bankers Life of Iowa’s November busi- 
ness totaled $10,003,233, of which $8,458,- 
733 was ordinary. Volume for the first 
11 months of the year totaled $129,605, 
El ordinary accounting for $107,- 
739,258. 

Life in force stood at $1,436,247,921 at 
the end of November, an increase of 
nearly $60 million. Ordinary in force 
amount to $1,204,627,486 and accounted 
for more than $46 million of the in- 
crease. 

Gains in insurance in force were re- 
corded by all 48 agencies. Leading were 
W. J. Steen agency at Philadelphia with 











8.58%, R. E. Shay agency at the Twin 
Cities with 8.50% and C. J. Bogard 


agency at Mankato, Minn., with 7.81%. 

Franklin Life’s November production 
exceeded $25 million. Assets have in- 
creased by $|7% million since Jan. 1 to 
exceed $142 million. Anticipated gain in 
insurance in force for 1949 is approxi- 
mately $120 million, a new high. 








Favors Insurance, Not Taxes 


Income maintenance against losses 
due to accidental disability or sickness 
is a hazard that is clearly insurable and 
for which there is no need to provide 
protection out of tax supported public 
funds, Mary Donlon, chairman New 
York State Workmen’s Compensation 
Board, told the Interstate Conference on 
Non-Occupational Disability Benefits at 
its conference at New York. She criti- 
cised the growing utilization of govern- 
ment in functions more suited to private 
enterprise and emphasized the impor- 
tance of using the private approach. 


Kibler Dayton G. A. 


*E. R. Kibler has been named Dayton 
general agent for Ohio State Life. He 
has been in insurance 10 years. He was 
formerly with Pacific Mutual. He suc- 
ceeds W. Spottswood Duke. 
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POLICIES 


New Ohio National 
Preferred Risk 


Ohio National Life has prepared a 
new low premium preferred risk policy, 
called the ‘“Econ-o-life,” issued in 
amounts of $10,000 and over and endow- 
ing for its face amount at age 90. As 
in the case of other Ohio National 
policies, the first dividend will be pay- 
able at the end of the second policy 
year. Annual premiums per $1,000 are: 





£ & £ £ 
o o o 

» 2£ > & ¢ @ ¢ 
4 < a << & < & 

$ $ $ $ 
18° 15.97 30 2232 42 33.19 54 53.24 
19 16.38 31 23.01 43 34.42 55 55.61 
20 16.82 32 23.74 44 35.71 56 58.12 
21 17.27 33 24.49 45 37.07 57 60.78 
99 (17.74 34 25.29 46 38.50 58 63.61 
33. 18.23 35 26.12 47 40.01 59 66.61 
24 18.75 36 26.99 48 41.61 60 69.81 
25 19.28 37 27.90 49 43.29 61 73.22 
36 19.84 38 28.86 50 45.05 62 76.85 
27 «20.42 39 29:86 51 46.92 63 80.71 
28 21.02 40 30.92 52 48.91 64 84.84 
99 21.66 41 32.03 53 51.01 65 89.25 





Home Life Revises Five, 10 
Year Term Rates, Dividends 


A revised schedule of five and 10-year 
term premium rates has been announced 
by Home Life. New rates are some- 
what lower than those previously in 
force. 

The company also announced a re- 
vision in 1950 dividends on five and 10- 
year term policies with resulting lower 
net costs. The new dividend basis ap- 
plies to policies on the old as well as 
the new rate. 

The annual rate for five-year term 
without extra benefits at age 25 is $7.78; 
35, $10.23; and 45, $15.94; for 10-year 


term: Age 25, $8.23; 35, $11.27; 45, 
$18.35. Term insurance is written with 
disability waiver, or with accidental 


death benefits, or both. 

The 1949 scale for policy dividends 
payable remains in effect for 1950, ex- 
cept for those payable on the afore- 
mentioned term policies. 


Liberalizes F.I. Rider 


Mutual Trust Life is making available 
the family income rider on life or en- 
dowment plans where the amount ap- 
plied for is $2,500 or over, and pro- 


vided that the plan of insurance has at- 


least the same period of coverage and 
premium payments. (In no case can 
the family income coverage extend be- 
yond the premium-paying period or be- 
yond age 65; nor will it be attached to 
policies already in force.) Previously 
the company offered family income only 
with the ordinary life preferred risk 
(minimum $5,000), life paid-up at 85 
(minimum $2,500), and retirement in- 
come endowment plans (minimum 
$2,500). 


SALES MEETS 


N. W. Mutual's Eastern 
Meeting Set for Jan. 3-4 


Northwestern Mutual Life’s annual 
eastern regional agents’ meeting will be 
held Jan. 3-4 at the Waldorf-Astoria, 
New York City. The program will fea- 
ture sales ideas, advanced underwriting 
techniques, a prospecting clinic, a 
planned income seminar, and business 
insurance and estate planning. 

Guest speaker Tuesday afternoon will 
be Superintendent Dineen. Company 
executives on the program are Edmund 
Fitzgerald, president; G. L. Hill, vice- 
president and director of agencies; D. 
C. Slichter, vice-president; L. C. Jones, 
assistant director of agencies; Harold 











Gardiner, educational director, and W. 
B. Minehan, assistant secretary. 

Presenting a prospecting clinic will 
be P. O’M. Connly, Providence; L. R. 
Schultz, Norristown, Pa.; C. D. Cowles, 
Buffalo; F. C. Cuce, New York City; J. 
M. Law, Bluefield, W. Va. and H. K. 
L. Hurrelbrinck, Baltimore. 

Other speakers include J. R. Guy, 
New York City; Raymond Williams, 
Richmond, Va.; Ernest Hickok, New 
York City; Clarence Crauer, Pough- 
keepsie, N. Y.; Charles Taylor, South 
Orange, N. J.; Harold W. Baird, New 
York City, and W. C. Roeder, Fort 
Wayne, Ind. 

Presiding at the various sessions will 
be M. Abernathy, Norfolk; O. G. 
Boynton, Providence; E. R. Gettings, 
Albany; V. A. Miletti, Newark; Fred N. 
Tornow, Buffalo; O. G. Boynton, Provi- 
dence, and G. M. Venable, Columbus, 
Ga. In charge of arrangements are A. 
J. Johannsen, Harry Krueger and Wal- 
ter Davidson, all of New York City. 


ASSOCIATIONS 


L. C. Mersfelder Honored on 
His 25th Anniversary 


Oklahoma City Life Underwriters 
Assn, and General Agents & Managers 
Club in cooperation with the local 
chamber of commerce honored L. C. 
Mersfelder on the completion of his 25th 
year as manager at Oklahoma City for 
Kansas City Life. 

Mr. Mersfelder received a citation 
signed by the governor and mayor for 
his outstanding civic work. Kansas City 
Life’s home office was represented by 
W. E. Bixby, president; C. W. Arnold, 
superintendent of agencies; Frank Boyce, 
vice-president; and Dr. P. Garnett, 
assistant medical director. The annual 
deer dinner, for which Mr. Mersfelder, 
an experienced hunter, furnishes the 
venison, followed a business meeting. 

Northern New Jersey—A large Christ- 
mas party was held in conjunction with 
the luncheon meeting Thursday at New- 
ark. Dr. Lester H. Clee, Second Pres- 
byterian Church, spoke. Members brought 
toys for under-privileged children. 

New Haven—John O. Crawford acted 
as moderator for a panel discussion: 
“Are Your Competitors Selling Your 
Policyholders?” F. S. Brainard, Mutual 











Benefit Life, James Fitzgerald, John 
Hancock, and H. P. Treat, Equitable of 
Iowa, comprised the panel. Christmas 
gifts were donated for the children of 
St. Anthony’s home. 


Grand Rapids—Nathan H. Weiss, Mu- 
tual Life, Chicago, at the December 
meeting discussed “Making Dreams 
Come True.” 


South Bend, Ind.—Corwin B. Westfall, 
superintendent of the Haven Hubbard 
Memorial Home, spoke on “The Old Man 
I Am Becoming.” 


Nashville—Edwin H. White, of R. & R. 
Serviee, discussed “Business Insurance” 
at the December meeting. 


New Britain, Conn.—At the Christmas 
meeting last week six members received 
national quality awards: A party was 
held. Members brought toys which will 
be distributed by the Salvation Army. 

Meriden, Conn.—Former Mayor Fran- 
cis R. Danaher discussed “The Value of 
Organization.” The ‘movie “For Some 
Must Watch,” was shown. 

Kern County, Cal.—Emil Hein, general 
agent of Ohio State Life at Bakersfield, 
has been elected president. 


Austin, Tex.—James A. Otlet, National 
Life & Accident superintendent at San 
Antonio, a graduate of the University of 
Paris and for four years a member of 
the underground during the German oc- 
cupation of France, who came to this 
country four years ago with no knowl- 


edge of English or of life insurance, told 
of his introduction to debit work and 
the methods he has used with success 
in that field. 

Manhattan, Kan.—Harry P. Bouck of 
“Insurance Magazine,” Kansas. City, 
spoke at the December meeting on “Pub- 
lic Relations.” 

Leavenworth, Kan.—A new association 
has been launched here, bringing the 
number in Kansas to 18. John G. Rea, 
Mutual Life, is president; Madison Letts, 
New York Life, vice-president; William 
Luff, Prudential, secretary. J. Frank 
Trotter, Mutual Life, Kansas City, spoke. 

Dubuque, Ia.—N. Eric Bell, State 
Farm, Bloomington, former president of 
the Illinois association, spoke at the De- 
cember meeting, pointing out that “life 
insurance is the best way for people to 
maintain financial stability in our pres- 
ent economy.” 

“The average man has nothing but 
money to save in our economic setup,” 
he said. “Our job is to show people that 
they must save a part of every dollar 
they earn.” 

South Bend—Harold P. Means, asso- 
ciation president, discussed the National 
Service Life dividend. He said that only 
17% of the paid death claims has come 
from premiums, the rest being paid from 
taxes, 

Cincinnati—C. M. Sherman, Great- 
West, Toledo, pointed out that a life 
policy is the only asset a man has that 
reaches its maximum value at death. He 
explained a typical policy, provision by 
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provision, in every-day underderstand- 
able language. R. D. Ross, Jr., Great- 
West, association president, presented 
certificates to qualifiers for the Women’s 
Quarter-Million Dollar Round Table. 
San Francisco—Dr. Robert E. Burns, 
president of College of the Pacific, spoke. 
Harrisburg, Pa.—United States Sena- 
tor Bricker of Ohio warned against the 





trend toward socialism. More than 800 
attended. 
LaPorte, Ind.—Charles W. Hoover, 


agent for Hancock at South Bend, talked 
on “I Was A Complete Stranger.” 

Jackson, Mich.—A Christmas party was 
given for 17 children from the ungraded 
classes of Pearl school. turkey 
dinner was served and magic and ven- 
triloquist acts were given. Willard Mc- 
Fadden played Santa, distributing gifts 
to the child guests. 


COMPANIES 


Bankers National Has 
1624% Stock Dividend 


Bankers National Life has declared 
a 162/3% stock dividend payable Dec. 
27 to stock of record Dec. 12. This will 
increase the capital from $600,000 to 
$700,000. 








Honor Veteran Employes 


Eighty-eight employes of Great South- 
ern with 15 or more years of service 
were honored at a luncheon. L. S. 
Adams, president, whose 38 years gave 
him the longest service, presided and 
awarded service pins. E. A. Kiker, vice- 
president and secretary, and W. S. 
Horne, vice-president and _ treasurer, 
also received 35 year pins. 





Winners in Sears Drive 

Harold S. Schlesinger agency, 
New York City, led in the October- 
November Columbian National cam- 
paign in honor of Chairman Francis P. 
Sears. The New Haven, Denver, Salt 
Lake City and New York - Gallagher 
agencies followed in that order. Stand- 


The 


ing was on a percentage of quota. Asso- 
ciate General Agent William Schlesinger 
of New York City paid for $515,387 to 
lead the 39 agents who qualifiied for 
personal and grand prizes. 





Equitable Society is giving a course 
to develop secretaries from within com- 
pany ranks. 

Lamar Life’s radio station WJDX, 
Jackson, Miss., celebrated its 20th anni- 
versary with a — program. 


MANAGERS 


Complete Ill. "aE 
Institute Speaker Roster 


The card has been completed for the 
Institute of Life Insurance Management 
at the University of Illinois on Feb, 
13-16. Speakers include Bert A, Hedges, 
Business Men’s Assurance, Wichita; C. 
T. Wardwell, Connecticut Mutual, Pe- 
oria; C. W. Tomlinson, Bankers Life of 
Iowa, Des Moines; Wyatt E. Maupin, 
Business Men’s Assurance, Cedar Rap- 











ids; Newell C. Day, Equitable Life of 
Iowa, Davenport; Roger Bourland, Lib- 


erty Life, and Robert M. Ryker, Guar- 
antee Mutual, Omaha. 

The 294-page printed proceedings of 
last year’s institute at Galesburg, dis- 
cussing modern techniques in training, 
is now available at a price of $2.50 from 
the business management service of the 
University of Illinois, 408 David Kinley 
Hall, Urbana, III. P 


Askew Wichita President 


V. B. Askew, Aetna Life, has been 
named president of Wichita General 
Agents & Managers Assn., succeeding 
G. K. Fleenor, American National. 
Herbert P. Lindsley, Occidental, is vice- 
president, and Earl R. Hendricks, Jeffer- 
son Standard, secretary. 





The New York City Life Supervisors 
Assn. attracted an unusually large crowd 
to its annual reception, dinner and en- 
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Quartet of N.A.I.C. Veterans in Tex. 





Four veteran insurance commissioners as photographed at Galveston by H. H. Fuller, 
deputy U. S. manager of Zurich—John J. Holmes of Montana, who is now a candidate 
for Congress; George A. Bowles of Virginia; W. A. Sullivan of Washington and Chris 


beds ” New naa 


tertainment. President Peter LoTruglio, 
Aetna, introduced Harold Loewenheim, 
Home Life, president of the New York 
City C.L.U. chapter; Harris L. Wof- 
ford, Prudential, president New York 
City Life Managers Assn.; and Harry 
Ard, Connecticut General, president 
New York City Life Underwriters 
Assn. Abe Eisen, National Life of 
Vermont, was awarded a certicate of 
merit for his work as official photog- 
rapher for the association. 


AGENCY NEWS 


Jordan Agency of Chicago 


Has Sales Congress, Banquet 
The Earl C. Jordan agency of Massa- 








chusetts Mutual Life at Chicago held 
its annual sales congress and Big 


League Alumni banquet. At the banquet 
Mr. Jordan presented plaques to M. T 
Paine and J. W. Ensminger, agency 
leaders in volume and applications re- 
spectively. 

Home office speakers included C. O. 
Fischer and L. J. Kalmbach, vice-pres- 
idents; C. G. Hill, group secretary; and 


A. Q. Faulkner, manager underwriting 
department. Others on the program 


were W. E. Pratt, John O. Todd agency 
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independence. 
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monthly check as long as you live. This is the 
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of Northwestern Mutual Life, Chicago; 
W. G. Dowd, manager Retail Credit 
Co., Chicago; and J. J. Ward, J. M. 
Barton, Jr., Earl Hatch, Carl Owen, 
W. H. White, Henry E. Franzen and 
W. J. Nelson, Jr., assistant general 
agent, all of the agency. 





Stumes & Loeb Celebration 


The Stumes & Loeb agency of Penn 
Mutual Life at Chicago combined its 
Christmas party with a celebration of 
the 25th anniversary of the founding of 
the agency. About 40 participated in 
the luncheon and the afternoon program 
included musical features and stunts, the 
assemblage being confined to agents 
and clerical employes. Charles B. Stumes 
enlivened the proceedings throughout as 
master of ceremonies. Wallis Boileau, 
second vice-president of Penn Mutual, 
made the trip especially to take part in 
the festivities. 





Retiring Manager Honored 

Hiram Moore, who is retiring as St. 
Paul manager of Mutual Life, was hon- 
ored by associates at a dinner. 





Alvin Wolff celebrated his first anni- 
versary as downtown New York City 
general agent of Postal Life at a din- 
ner. Roy A. Foan, director of agencies 
paid tribute to the outstanding job of 
Mr. Wolff and his associates. 





Aetna Life’s Little Rock agency will 
hold its annual Christmas party for chil- 
dren at the Elizabeth Mitchell Memorial 
Home, Dec. 24. 


teen Christmas Gifts” 


Life of Georgia will give 3,500 em- 
ployes Christmas gift checks amounting 
in the aggregate to $260,000. In ad- 
dition employes will have off the week 
of Dec. 26. The amount of each check 
will be determined by length of serv- 
ice and covers all persons’ except 
officers and executives. 








Tuberculosis Deaths Down 


Metropolitan Life reports that the 
tuberculosis death rate in the U. S. for 
1949 is setting an all-time low record, 
with a reduction of about 10% from last 
year. The present rate is only about 
half that of 12 years ago. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Agnes EB. Koob Frances D. Partridge 
Supreme President Supreme Secretary 





Port Huron, Michigan 








of C 


Ce! 
Carl 
Wolf 
an as 
an 01 
uate 
Penn 
mana 
of th 


under 


Adv 


Mat 
appa 
Ralf 
super 
work 
ager 
K. G 
super 
Britai 
Afric: 
has b 
ufactt 
1930 
office 





Har 


i Dur 
Harw 
been 1 


Vote 


The 
Under 
series 
comm 


Wil 
=, 


You u 
a soci 
insurat 
Life 
TION 
assure 
EDUC 
ACCII 
increas 
Rate 
moderr 
assumy 





Life 








leg 


Total 
work 
ciatio 


j ae 





XUM 


23, 1949 





H. Fuller, 
candidate 


and Chris 


Chicago; 
il Credit 
d, J. M. 
‘1 Owen, 
izen and 
general 


‘ation 
of Penn 
ined its 
‘ation of 
nding of 
pated in 
program 
unts, the 
» agents 
. Stumes 
ghout as 
Boileau, 
Mutual, 
» part in 


red 


g as St. 
yas hon- 


‘st anni- 
rk City 
t a din- 
agencies 
- job of 


icy will 
for chil- 
‘emorial 


900 em- 
ounting 
In ad- 
ie week 
h check 
yf serv- 
except 


wn 


lat the 
 §. for 
record, 
om last 
* about 


—— 


TION 


Society 


artridge 
ecretary 














December 23, 1949 


LIFE INSURANCE EDITION 











Commission- 
er Southall of Ken- 
tucky, flanked on 
left by Roy L. Davis, 
western manager of 
Assn. of Casualty & 
Surety Companies, 
and Ray Murphy, 
general counsel of 
that organization 
from New York, at 
right. Picture by 
H. H. Fuller at N.A. 


I.C. convention. 








Carl Page Secretary 
of Central of Ia. 


Central Life of Iowa has promoted 
Carl Page to secretary, succeeding F. G. 
Wolfinger, retired. Mr. Page has been 
an assistant secretary since 1939. He is 
an overseas air force veteran. A grad- 
uate of Wharton school, University of 
Pennsylvania, he has been active in office 
management circles, is a past president 
of the Des Moines chapter of National 
Office Management Assn., and an 
L.O.M.A. fellow. He worked on the 
Illinois Life receivership, going to Cen- 
tral Life when it took over Illinois Life 
under trusteeship. 





Advanced by Manufacturers 


Manufacturershas | 
appointed R. = 
Ralfe as agency 
superintendent to 
work with Man- 
ager of Agencies 
K. G. McNab in 
supervising Great 
Britain, Asia and 
Africa offices. He 
has been with Man- 
ufacturers since 
1930 at the home 
office and abroad. 





D. Ralfe 


R. 


Harward to Roanoke 


Durham Life has just appointed F. M. 
Harward manager at Roanoke. He has 
been with the company since 1933. 





Vote on Special Issues 


The 15 local associations of Iowa Life 
Underwriters Assn. are voting on a 
series of issues presented by a special 


committee. 
Will H. Des 


——INCREASE YOUR INCOME—— 


You make more money selling when you represent 
a society that has a complete line of modern life 
insurance contracts. 

Life insurance contracts that provide PROTEC- 
TION to take care of every need—INCOME for the 
assured — PROTECTION FOR DEPENDENTS — 
EDUCATION of children—MORTGAGE payment— 
ACCIDENT oprotection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and most 
modern C.S.0. mortality table and 2%%% interest 
assumption. 


Zaiser, Prudential, 


For information write to 


J. Allen Porterfield, Field Manager 
Sell the Best — Sell for the 


EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
Neenah, Wisconsin 











ROYAL LEAGUE 
309 W. Jackson Bivd., 
Chicago 6, Illinois 


Legal Reserve Fraternal Life Insurance 





Total 1948 expenditures for benevolent 
work by local lodges and Fellowship Asso- 





ciations exceeded $31,000. 
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Moines, state vice-president, served as 
chairman of the committee. Among the 
questions proposed are whether an lowa 
general agents and managers association 
should be formed, whether the locals 
approve continuation of the sustaining 
membership plan, payment of expenses 
to various officers and committee chair- 
men and maximum payment of dues to 
the state association. 


Cheek to Be Candidate 


Commissioner Cheek of North Caro- 
lina has announced that he will be a 
candidate for election next year for the 
last two years of the term to which he 
was appointed last June. 

He is a lawyer and was practicing law 
and running an insurance business in 
Asheboro at the time of his appoint- 
ment. He had represented Connecticut 
Mutual Life for 10 years and also han- 
dled fire and casualty lines. 





Canadian Group Elects 


TORONTO— John F. Tourgis, 
Crown Life, has been elected president 
of the Life Agency Assn. of Canada. 
This association is composed of younger 
agency officers of Canadian life com- 
panies. Vice-president is M. R. Ham- 
ilton, Imperial Life; secretary-treasurer, 
A. C. Hunter, Toronto Mutual; directors, 
J. Q. Strachan, Canada Life; W. G. Rice, 
Manufacturers Life; E. Morton, North 
American Life. 


Dineen Talk Reprinted 


L.I.A.M.A. has reprinted the address 
which Superintendent Dineen of New 
York made on “Socialized Medicine or 
Private Insurance?” at its annual meet- 
ing in Quebec in November. This talk 
was summarized at some length in THE 
NATIONAL UNDERWRITER of Nov. 18. 

Mr. Dineen was speaking without 
manuscript or notes and even in its 
printed form the talk retains its lively 
and informal tone. 


Am. Gen‘! Boosts Capital 


American General Life of Houston, 
with approval .of the insurance depart- 
ment and the~attorney-general’s office, 
has amended its charter and increased 
its capital stock from 25,000 to 50,000 
shares. Par value remains $10. The new 














Robert E. Hall of Aetna Life and J. R. 
Berry, genéral counsel of National Board, 
at commissioners’ meeting at Galveston as 
photographed by H. H. Fuller. 


stock has been sold to American Gen- 
eral Ins. Co., for $400,000. Of this 
amount, $250,000 has been carried to 
capital and $150,000 to surplus, thus 
bringing the life company’s capital to 
$500,000 and the surplus to above $1 
million. 


Life of Georgia Fills 
Two Atlanta Posts 


O. C. Dobbs has been appointed At- 
lanta division manager for Life of 
Georgia, and DuPree Jordan, manager 
of sales research, succeeds Mr. Dobbs 
as Atlanta district manager. Mr. Dobbs 
succeeds Rufus Pritchett, who retires 
Dec. 30. 

Mr. Dobbs has been with the com- 
pany since 1922. He was manager in 
Guliport, Jackson and Meridian, and 
Tampa, before going to the home office 
in 1942. He became Atlanta manager in 
1945. 

Mr. Jordan joined Life of Georgia in 
1947. In life insurance since 1927, he 
was with National Life & Accident for 
several years. 


New N.A.LC. Committee 


Commissioner Harris of Minnesota, 
chairman of zone four of N.A.I.C., has 
appointed a special committee to work 
on questions involved in the reinsurance 





of Alliance Life of Chicago by Republic 
National Life. William Conley of the 
Michigan department is chairman, and 
the other members are Woody Sherin, 
Iowa, and Albert Burger, Minnesota. 


Opens Haverford Agency 
snail — @ 


Provident Mutual 
has designated Rob- 
ert J. Sims general 
agent of a new 
agency in Haver- 
ford. Mr. Sims has 
been associated 
with the Bechtel & 
Farrington agency 
in Philadelphia. Mr. 

i Sims served in the 
ER navy. 


Robert J. Sims @ 

Raymond P. Schaefer has been pro- 
moted to manager of the Prudential Ex- 
position Park district in Los Angeles. 
He has been assistant manager at San 
Pedro since 1930. He replaces Perry L. 
Parker, who has been placed in chargé 
of the new Santa Ana district office. 





Mac E. Snyder has been named dis- 
trict manager for Equitable Society at 
Toledo. 
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Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 


@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 
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OVER ONE BILLION LIFE INSURANCE IN FORCE 
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COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Los Angeles 


Denver 














ILLINOIS 


THOMAS and TIFFANY 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Harry 8S. Tressel, M.A.1.A. 
M. Wolfman, F.A.1.A. Wm. H. Gillette, C.P.A. 
Moscovitch, 4 n A. A. W. P. Kelly 
. Barkhuff, C.P. Robert Murray 
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INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 

















MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
. Central 3126 


























NEW YORK 


Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
8 West 40th Street 








New York 




















Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoranand Linder 
110 John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 
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VIRGINIA & GEORGIA 


"BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND © ATLANTA 





























Bacsiniain Address L.I. A. Meeting Climax 


(CONTINUED FROM PAGE 2) 





said that the testimony of Mr. Coley to 
the effect that his company was doing 
very well “even though the agents of 
Metropolitan and Prudential were 
swarming around them,’ made a very 
good impression on the committee. 
“Though I disagree most vigorously 
with the views expressed by William 
Montgomery, president Acacia Mutual, 
at the hearing, we should not write off 
criticism from within our own business,” 
Mr. Fulton stated. ‘‘When any question 
is brought up as to what we do, we re- 
act defensively feeling that w hatever we 
do is right. My plea is not to become 
smug or complacent. Whenever any 
questions arise inside or outside the 
business about what we are doing we 
should examine the practice critically 
until we are sure that not even one- 
tenth of 1% of the criticism is justified. 


general counsel of Mutual Benefit Life, 
said the provision is under consideration. 
He mentioned a number of the problems 
involved. He believes the bill offers a 
a approach and can be made work- 
able. : 
T. A. Bradshaw, vice-president and 
general counsel of Provident-Mutual, 
believes that H. R. 6000 will create a 
number of administrative problems and 
raises a question as to how commissions 
payable to agents after termination of 
service will be treated for tax purposes. 
One technical point is, should you write 
your agency contracts to distinguish be- 
tween full- time agents and others? An- 
other is, if agents are held te be em- 
ployes for social security the question 
will arise as to whether their earnings 
will be subject to income tax with- 
holding. 


Actuarial ¢ Group at L.LA. Meeting 


Distinguished _ac- 
tuaries at the L.I.A. 
meeting in New 
York City are, left 
to right, Elgin G. 
Fassel, actuary 
Northwestern Mu- 
tual Life; M. Albert 
Linton, president 
Provident Mutual; 
Leland J. Kalmbach, 
vice-president Mas- 
sachusetts Mutual; 
and William J. 
Cameron, executive 
vice-president Home 
Life of New York. 





Then we should take steps to remove 


even that ground for criticism.’ 

The testimony of Mr. Montgomery 
and Mr. Coley was reported in the Dec. 
2 issue of THE NatIoNAL UNDERWRITER. 

L. W. Dawson, executive vice-presi- 
dent and general counsel of Mutual 
Life, reported on the O’Mahoney com- 
mittee hearings. He said the full data 
supplied by life insurance witnesses 
should effectively dispel the notion that 
it is difficult to get information from 
life companies. 

The real concentration of the commit- 
tee, he said, is on how to get capital 
into small businesses. 

Discussing the probable effects of the 
steel strike settlement on the future 
role of private pensions and the result- 
ing volume of reserves, President M. A. 
Linton of Provident Mutual said that 
many industrial leaders are for boosting 
social security since the employe would 
pay half, while the steel formula makes 
the employer pay all. However, more 
of them are realizing that if social se- 
curity were boosted to $100 a month the 
labor unions Would still feel the corpora- 
tions could nevertheless pay for substan- 
tial additional benefits. 

Mr. Linton recalled the recent state- 
ment of Dorrance Bronson, actuary of 
the Wyatt Co., that if all private pen- 
sions were fully funded, reserves might 
reach the order of $200 billion. Mr. 
Linton doubted that debt financing 
alone could provide investment channels 
for such huge sums and that probably 
equity investments would become nec- 
essary. 

President Paul F. Clark of John Han- 
cock talked on the extent to which plans 
will be funded. Amounts will put ex- 
treme pressures on the investment mar- 
ket and might make it impossible to 
pay the contemplated level of benefits 
because of the depressing effect on the 
securities market. He said he felt it 
likely that the larger plans will not be 
funded, except perhaps in part. 


HR 6000 PROBLEMS 








_Discussing the inclusion of full-time 
life agents as employes under H. R. 
6000, E. O. Stanley, vice-president and 








It might be well to ) take ‘another’ look 
at the question, he said, suggesting that 
if this were done the agents might be 
happier to be classed as self-employed. 


“Unfair” Labor Practices 


Discussing the question of alleged 
unfair labor practices by life companies, 
John R. Barker, Jr., general counsel 
New England Mutual, said companies 
might review their agents’ organiza- 
tions to determine whether they con- 
stitute financial support, but he _ be- 
lieves a company can support an agents’ 
organization so long as it does nothin 
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in the nature of collective bargaining. 

The methods by which the Health In- 
surance Council is sponsoring the en- 
larged utilization of private accident and 
health insurance were described by 
J. Henry Smith, Equitable Society, 
council chairman. He reported on the 
development of simplified claim forms 
and the adoption of the Chicago and 
similar type plans in cities which facili- 
tate hospital admissions for members of 
group insurance plans. 

He emphasized the need for the co- 
operation of medical societies in expand- 
ing voluntary insurance coverage. Dif- 
ficulties have been encountered in get- 
ting an acceptable definition of low 
income groups, he said. The council 
moves with caution in the different lo- 
cal, regional and national levels on 
which it operates, avoiding any alliance 
with doctors on the legislative level. He 
said, however, that the future of the 
A. & H. business is closely intertwined 
with the fight of the American Medical 
Assn. against compulsory national health 
insurance. 

As announced previously, the associa- 
tion decided to hold its next spring 
meeting away from New York City, the 
usual meeting place. The 1950 spring 
session will be held June 1-2 at the 
Chaiionte-Haddon Hall hotel in At- 
lantic City. 

Additional $25,000 was added to the 
association’s budget for 1950 to continue 
studies of the life, A. & H. and hospi- 
talization coverage provided the country 
by private insurance. 

A progress report on the work of the 
investment research committee was 
given by Frederic W. Ecker, financial 
vice-president Metropolitan Life. 

The first part of the meeting was re- 
ported in last week’s issue. 


L. A. Claim Men Elect 


New officers of Los Angeles Life & 





Accident ‘Claims Assn. are: President, 
Richard A. Protsman, Lumbermen’s 
Mutual Casualty; vice-president, Mar- 
shall A. Ockert, Connecticut General 
Life; secretary, Palmer Bayley, Con- 
stitution Life; treasurer, William E. 
Campbell, Prudential. 





N. E. Horelick, manager group an- 
nuities Equitable Society, is heading a 
committee studying the possibility of 
starting a course On pensions and pen- 
sion plans at the Insurance Society 


g of New York school in February. 


GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 
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COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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A few weeks ago The Connecticut Mutual pub- 
lished a new booklet, “It Takes More Than 
Brains,” on the subject of Educational Insurance. 
It is the type of fresh and valuable material that 
Connecticut Mutual agents have learned to expect 
from their Company. 
The booklet contains the latest costs at over 250 
colleges and universities in the United States. This 
information is the result of research conducted 
by The Connecticut Mutual. 
The new booklet will help the Company’s field men 
in many ways: 

wn Or, 


” 
¢ 
“ZBs* 
e 
@ 
a 


OVER 
VV 


Original research helps CM agents... 


> = - 
aa! 
a! , . 
eas ‘ 


7 — a 
| SP tegead hed sea 


aot 


3 


1. Attractive and useful, the booklet builds prestige for 
agents. 

. Creates interest in the Company’s Plan. 

. Starts a father thinking about his need. 

. Diminishes resistance to an interview. 

. Paves the way for a sale by building a desire to learn 
more about the Plan. 

6. Backs up the salesman’s arguments. 


7. Provides “third party influences” through photographs 
of students whose educations are being financed by 
Connecticut Mutual Educational Plans. 


Like all Connecticut Mutual advertising and sales 
literature, this booklet has been “designed to help 
the salesman sell.” 
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ne of the most flexible, tu -protected 


A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Cahn bought his first Northwestern Mutual 


insurance in 1920. Today he owns five policies with this company. 


WHY POLICYHOLDERS ARE SO LOYAL 


TO NORTHWESTERN MUTUAL... 


Se company is one of the six largest. It has 
more than 90 years’ experience and an out- 
standing reputation for low net cost insurance. 


This emphasizes that there are significant differ- 
IN: 


APPEARING TIME, 


ences among life insurance companies. It is one 
reason why each year nearly half the life insurance 
issued by this company goes to those already in 
the Northwestern Mutual “*family.” 

Have you reviewed your life insurance program 
within the last two years? You'll find advantages in 
calling upon an agent of The Northwestern Mutual 
Life Insurance Company, Milwaukee, Wisconsin. 
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investments! 


that 1 know 


A statement to those whose 


insurance needs are “different” 


by BERTRAM J. CAHN 


Chairman and President, 


B. Kuppenheimer & Co., Inc. 


“FTODAY, life insurance shows a remarkable 


and almost unlimited flexibility. 


“For example, the needs it serves go well | 
beyond basic family protection. They may range 5 
from education and retirement all the way to the A 
payment of estate taxes or the compensation of d 


business concerns for the loss of key men. 


“The savings and protection features of pol- — 
icies may be so balanced that each insurance — 


program is closely suited to requirements. 


“The policyholder has a choice in scheduling } 
his payments for the insurance. Moreover, he 4 . 
has wide discretion in the way the proceeds are 


to be paid to his beneficiaries. 


**All in all, life insurance is a highly personal- 


ized investment, designed to match individual { 


needs, desires and convenience. That is why it 
brings such large benefits to so many people.” 
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